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Records for the past five years show that supply business rises 








more often than it drops during the month of July. Today in- 
dustry looks forward to a Fall pickup... Production must 
parallel this anticipation. Orders that atolate Ma Miil-Me ole] (olala-Matels 
be won by aggressive selling ... By salesmen who refuse to 


lay down for a Summer slump bogeyman that doesn’t exist 





Consistent "Sellers’ ... Year In and Year Out / 





Resale Price Complete $1 










Die heads have openings 
for oiling and chip 
ake 








No. 2 BEAVER Open Ratchet '% to %4-inch 


No. 2 BEAVER Die Heads have oil holes and chip clearance. Use same dies as No. 3 and 
3-Way Beavers. Square in shape—no weak offset to break. Individual die segments inter- 
changeable—can be sharpened over and over again. Dies can be reversed for threading pipe 
end too short to pass through the die head. Die head carrier furnished free with two or more 
heads ordered with ratchet handle. Right or left. 














No. 3 BEAVER Enclosed Ratchet \% to l-inch 


Ratchet mechanism fully enclosed—no teeth on die head to become mutilated. Oil holes in die 
heads for easy oiling and chip clearance. Dies square in shape—no weak sections to break. 
Individual die segments interchangeable—can be sharpened over and over again. Dies can 
be reversed for threading pipe end too short to pass through the die head. Die head carrier 
furnished free with two or more die heads ordered with ratchet handle. Right or left. 


BEAVER PIPE IQDLS 


738 DANA AVE. ; The Quality Line—Since 1900 WARREN, OHIO 
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with which is consolidated Jndus- 
trial Distributor and Salesman, 
and Mill Supply Salesman founded 
by Ernest H. Smith. 
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WHEN YOU SELL MORSE 
TOOLS YOU ARE HELPING 
YOUR CUSTOMERS CUT 
COSTS ON THE BASIC 
OPERATIONS OF DRILLING, 
ens, REAMING, MILLING AND 


DRILLS 

corrues THREADING, WHICH IN- 
TAPS AND DIES 

SCREW PLATES 


ARBORS VOLVE A LARGE PART OF 


COUNTERBORES 
MANDRELS 


TAPER PINS ANY PLANT’S PRODUCTION. 


SOCKETS 








TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE ST. - = = = CHICAGO STORE: 570 WEST RANDOLPH ST. 
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How To put MORE 
POWER TRANSMISSION 
EQUIPMENT CUSTOMERS 
ON YOUR BOOKS.... 


@ Old customers that re-order—new cus- 
tomers becoming users—all of them satisfied 
and making new savings—that seems to be 
the situation for Mill Supply Distributors 
who get behind the Link-Belt Power 
Transmission Line. 

It’s your opportunity—simply let this 
quality line work for you. It is complete, in- 
cluding anti-friction and babbitted bearings, 
take-ups, clutches, couplings, collars, pulleys, 
gears, hangers, etc., as well as a full line of 
positive drives—silent and roller chain 
drives, speed reducers, and variable speed 
transmissions. 

To start, send for illustrated catalog. 

LINK-BELT COMPANY 
2410 West 18th Street CHICAGO 


Offices in Principal Cities 


Aa 
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LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 





Quaker offers a ‘‘complete coverage” 
of Mechanical Rubber Goods to the 
Distributor . . . BELTING — HOSE — 
PACKINGS—MOULDED GOODS. 

With Quaker’s diversified line of 
Quality products... 


tion .. 


jobber co-opera- 
. trade journal advertising... 
attractive folders. . 


logs . . 


. descriptive cata- 
. sales-making promotion mate- 
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BELTING 
HOSE 
PACKINGS 


wv Fby facies 


- NEW YORK 





rial, the distributor has a line of easy- 
to-sell merchandise with tremendous 
repeat possibilities. There are plenty 
of concerns who have been Quaker 
users for years. 


Over fifty years of manufactur- 
ing experience is back of the 
distributor who enjoys the Quaker 
franchise. Some territories are 
still available. Write today. 
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WILLIAMS’ "SUPERIOR" WRENCHES 


The answer to industry’s prayer for better wrenches at 
lower cost! Drop-forged from improved carbon steel, these 
sensational “Superior” Wrenches average 93% as strong 
as alloy wrenches of similar size, yet sell at just about half 
the price. 50 patterns—over 1000 sizes. 


. se 
WILLIAMS’ "SUPERECTOR" WRENCHES 
Rugged, rapid, improved in design, The “SUPERECTOR” 
presents a heavy service ratchet wrench—instantly revers- 
ible—with such outstanding features as Quadruple Pawls 
instead of the usual two; drop-forged handle and other 
advantages that assure a substantial demand for this power- 
ful, fast-action tool. 5 sizes—24” to 53”. Both Hex and 
Square Sockets, with hole extending clear thru. Openings 
1-1/16 to 4-5/8” turn nuts on any length of bolt. 





J. WH. WILLIAMS & CO. 
42 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and 

Alloy), Detachable Socket Wrenches, Reversible Ratchet 

Wrenches, “C” Clamps, Lathe Dogs, Tool Holders, Eye 

Bolts, Hoist Hooks, Thumb Nuts and Screws, Chain Pipe 
Tongs and Vises, etc., etc. 
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SeLts EASIER 
* and stays sold 





Free.. new 64-page 
catalogue illustrating and 
describing the most com- 
plete bearing bronze service 
in the world. Write for your 
copy today. 


Complete machining—especially the inside diameter— 
wins instant customer acceptance for Johnson UNI- 
VERSAL Bronze. It’s an obvious fact that every bar is 
usable from end to end. The saving in purchased weight 
—25%—makes it possible for you to offer this bar at a 
lower cost than rough or semi-machined bronze. 
Another valuable sales point is the greater bearing 
performance of Johnson UNIVERSAL Bronze. The alloy 
—S.A.E. 64 contains all of the necessary elements—in 
their correct proportion to insure the longest bearing 
life and the most satisfactory machine performance. 
Why not offer this type of bearing service to your 
customers? A few choice territories still remain open. 
Investigate today. Your inquiry carries no obligation. 


JOHNSON BRONZE COMPANY 


535 SOUTH MILL STREET - NEW CASTLE, PA. 
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IS MORE EFFICIENT 


taf? te Ts Coupled to a standard, low 


Make Your Own Comparisons Bich Spee fa materi new Allie Chalmers Var 


ANEW WAY T0 | | 
ANAT 
TAKES LESS SPACE 


No need for expensive multi-speed motors or separate 
. 1 change-overs! And operating costs are cut. There are 
no springs to get out of order no time-wasting 
ees and Be Convinced © steps... no trial-and-error guesswork! No wonder 
the Vari-Pitch Speed Changer costs less to run! 
e te Actually, the Vari-Pitch 
Speed , tat occupies only 4 to 4 the space re- 
= quired by other, bulkier variable transmissions on the 
ho market today. Double shaft extensions allow the unit 
to be driven from either side or either end . . . by 
Texrope drive or by direct connection to the motor! * 
: Put the Vari-Pitch Speed Changer wherever you want 


it... there's no need for a complicated layout! 


vp* “©  AMis-Chal- my >. 
mers makes no claims for efficiency for the new Sensational New Allis Chalmers 
Vari-Pitch Speed Changer. Instead, we offer you 
this fact. The Vari-Pitch Speed Changer has attained 


efficiencies as high as 95% . . . efficiencies proved in Voldia ahidal Speed Changer Sweeps 


a series of actual tests under load 

Get the whole story. Get al] the facts. Send for a ‘ 
Bulletin 1266. Find out how you can cut costs. . . iV Fohatel oi=) Transmission atela ach 
save space .. . increase production with the new v 
Allis-Chalmers Vari-Pitch Speed Changer. Make 
your own comparisons .. . and be convinced! 


avait Amazing New Development 
Pay Bs tee 


DPR TS Backed by Prestige of Allis-Chal- 
Cmts Auus-cHALMERS: mers Texrope Products! Don't Miss 
WILWADEEE WISCONSIO 


Belts by Goodrich this Money-Making Opportunity! 


It's Easy to Sell the Vari-Pitch 
Your selling job is made easier by vigorous 
advertising. . . full pages in color... every 
month in nine leading business papers! 


Speed Changer... Easy to Cash In 
on the BIG PROFITS It Gives YOU! 


0 0 


ALLIS-CHALM ERS 


. 28 ee ee 6 6B 
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With FREE ROLLING POWER 


You can make more sales — easier — at less selling cost — when you sell 
the smoother, faster production assured by Medart-Timken Anti-friction 
Pillow Blocks, Hanger Bearings, Flange Units and Flange Mounts . . . They 
are easy to install—easy to remove —require no attention after instal- 
lation, except occasional lubrication...Sealed against leakage of lubricant 
—dirt cannot enter the housing ... Completely assembled and lubricated 
before shipment. 


Furnished in 4 types: For General Purpose Applications... For High Speeds 
and Shock Loads... For Conveyor and Machinery Applications... For Light 
Duty General Purpose Applications. 


THE MEDART COMPANY 
General Offices and Works: 3514 DeKalb Street, St. Louis, Missouri 


ENGINEERING SALES OFFICES: Cincinnati, Cleveland, New York, Buffalo, Philadelphia, 
e N. Chicago, Pittsburgh, New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, 
euu Birmingham, Milwaukee Minneapolis, Atlanta, Detroit, Grand Rapids, Kansas City 


MEDART-TIMKEN CATALOG 
Get the new Medart-Tim- 
ken Catalog No. 75—it 
contains valuable engineer- 
ing and estimating data — 
handy for everyday use. 
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BUILT-IN LUBRICATION 
greatly lengthens the life of 
Clipper LUBRIHIDE Pins. 
The joint also lasts longer 
because frictionless oscilla- 
tion reduces fatigue strains 








Sit a better product and you make a friend! Show a 
customer a way to save money, time and annoyance, 
and you can be sure he’ll be back to buy from you again. 


Clipper’s amazing new development, the Lubrihide 
Pin, is just that kind of a product—one that will make 
your customers glad they know you! 


It lasts, by actual comparative tests to absolute fail- 
ure, from two to four times longer than other types of 
pins. It’s the biggest bargain ever offered in belt opera- 
tion insurance! Continuous operation is really continuous 
with a Clipper Lubrihide Pin in charge of the belt joint! 


Now you can build good will—and make a nice profit 
in the transaction, too—by selling Clipper Lubrihide Pins 
to every belt user. Carry a full stock of them. They 
come in individual packages. Also shipped as standard 
with all Clipper Hooks. 


They’re new! They’re different! They deliver the 
goods! Order your stock of Clipper Lubrihide Pins today! 


CLIPPER BELT LACER COMPANY 


Grand Rapids, Michigan, U.S. A. 


~~ 


G ‘Fbcaes EQUIPMENT 
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POWELL BRONZE 
VALVES GIVE MANY 
YEARS OF 

« 


OHG Et LLL EA 






A TYPE AND SIZE FOR EVERY 
INDUSTRIAL REQUIREMENT. 





Powell Bronze Valves are backed by nearly a 
century of experience in meeting ever-increasing 


plant conditions. No matter how small or how 
large your valve requirements are, the Powell 
Engineering Staff extends its fullest cooperation 
to help solve your problems. 


POWELL VA‘ 


THE WM. POWELL WATI. 
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* prilling in bake ovens for 
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HELLER NUCUT IS A 


IN TIMES LIKE THESE 


NOWADAYS buyers of files want more for their money than ever 
before. The demand today is for a file that can keep going on 
tough work with never a let-up—a file that will not fall down on 
the job or cause time out—a file that cuts more, cuts fast, cuts clean, 
cuts better. 

HELLER NucutT is Your ANSWER. It is your customer's best bet— 
and best for you too. Best—because the genuine service a NUCUT 
gives strengthens your reputation for good business. It identifies 
you as a distributor of quality products. What 
better way to promote your sales and increase 
your profit? 

: There is a HELLER NUCUT protective sales 
a | policy for your territory you ought to know 

about. Just write—and we shall gladly forward 
? details. 


Miaiaaeay HELLER BROTHERS COMPANY 
a NEWARK, N. J. NEWCOMERSTOWN, OHIO 





Givd Ae Tr Sole : 





| _ | 




















SELL 
THE FILE 
with the 

WHITE TANG 


HELLER NUCUT “WAVY TEETH’ FILES 





PATENT No. 2027039 
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Who Will Police This Job? 


For THE BENEFIT of manufacturers who may 
have come in late (and because we have had 
a letter or two recently from irate distribu- 
tors) let’s review briefly the case for selective 
distribution. 

In the aggregate the distributor is pretty 
much a ‘‘stand-up guy,’’ reasonable and fair. 
He doesn’t deny the right of anyone to enter 
his field. But sometimes, especially on hot 
days when his patience is worn thin, he be- 
gins to wonder just how long he must accept 
as part of his lot in life the brand of com- 
petitive tactics dished up by rivals who jump 
into and out of his field as opportunity 
beckons. 

Ilis part-time relative may be and often is 
a respected citizen in his own field. But when 
he invades the distributor’s back yard he 
comes blissfully unaware of certain rules 
which have been set up and dictated by bitter 
experience. Stated simply, those rules are 
only that in a specialized field like industrial 
distribution one must carry a stock and not 
skimp on service. And, since these things 
cost money, the operator must consider over- 
head when establishing a price. 

By ignoring these principles the part-timer 
ean give the full-time distributor many a 
headache via price cuts and disturbing de- 
partures from the recognized standards. 
Eventually, of course, he will likely hang 
himself. But during his moth-like existence 
his taeties give many a purchasing agent 
(especially the smaller ones) a very wrong 
idea of what to expect from a handler of 
industrial supplies. 

The manufacturer who entrusts his line to 
him may expect to experience frequent em- 
barrassment and pain. Ile may find his 


product set up as a mere ‘‘loss leader’’ to 
aid the sale of some other kind of merchan- 
dise. Misrepresentation, substitution and all 
sorts of things may bob up to plague the man 
behind the product. 

For his own good, and for the protection 
of innocent bystanders, the part-timer ought 
to be brought into line and kept there. The 
question is, who’s elected for the policeman’s 
job? The distributor, of course, can assume 
a little of it by getting to know his neighbors 
better. More can be done toward making 
Christians by getting close to them than by 
standing off and calling names. 

But the big stick is in the hands of the 
manufacturer. Because the full-time dis- 
tributor is the solid rock on which he stands, 
he has more than a moral obligation to see 
that the small, inexperienced units at least 
observe the same rules that apply to the regu- 
lars. If not—withdraw the line. Surpris- 
ing, sometimes, how painless to the manu- 
facturer this awful sounding operation can 
prove to be. 

In addition, remember that the more suc- 
cessful manufacturers today are seeking not 
more outlets but better ones. The important 
thing is not the number of outlets you get 
but the amount of business they obtain. 

Volumes have been written explaining the 
advantages that acerue to the manufacturer 
who seeks more selective distribution. The 
truth of these arguments has never been 
denied. But now it is pretty genérally un- 
derstood that by-more careful surveillance of 
all distributing outlets and more cultivation 
of the full-time distributor, both the manu- 
facturer and the consumer of industrial prod- 
ucts will be a whale of a lot better off. 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 


REPUBLIC RUBBE 


14 


Manufacturers of HOSE 
BELTING e PACKING 
MOLDED PRODUCTS 
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ae The Republic 5-Point Policy has kept 
its distributors’ business in mechanical 
rubber products out of the rough and traps 
of competition with their source of supply. 

With our complete lines of products and 
our sales, advertising and engineering 
cooperation, these distributors have been 
able to direct and hold their efforts in a 
straight-away course toward bigger vol- 
ume. Every stroke in their progressive 
programs has our support. 

The close affiliation of Republic with its 
distributors is a striking example of how 
cooperation can be carried to its logical 


and mutually profitable conclusion. 





OF LEE RUBBER AND 


Division TIRE CORPORATION 
YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY; PRODUCT AND PERFORMANCE 
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SECOND RIPLEY: Besides being a crack supply salesman, Ralph 
Koeneke (Western Iron Stores, Milwaukee) has another notable 
ability. He’s a ‘‘Bob Ripley’’ of the first order. At a reeent lodge 
meeting he staged a ‘Believe It Or Not’’ about loeal people and 
things that simply amazed his audience. How about doing one on 
Milwaukee supply men for a future issue of MILL SUPPLIES, 
Ralph? 


RED MEN MODERNIZED: Mass production has hit the primitive 
industries. That’s a discovery made at the Tulsa Oil Show by Jack 
Apsey (Black & Decker). Demonstrating an electric shear, Jack was 
asked by an Indian squaw ‘if the tool would cut silver. ‘*It ought 
to,** said Jack. ‘‘It euts bronze and copper. But how eome you 
want to cut silver?’’ ‘‘Makum silver bracelets for tourists,’’ grunted 
the squaw. ‘‘Makum heap more, heap quicker this way.’’ 


TAKE IT OR LEAVE IT: Jack brought back another good yarn 
from Tulsa: Seems one company set up an oil drilling unit on the 
grounds to give demonstrations. It went over so well that, no fool- 
ing, they actually struck oil at the exhibit! 


COLLECTION AGENCY: W. 0. Barnes and C. B. Cecil (W. 0. 
Barnes Co.) recently returned from an 8,000 mile automobile trip 
through the West. Coming out of one small Arizona town where 
they had stopped overnight, they were halted by the town marshall. 
‘*But,’’ they protested, ‘‘we’re within the speed limit. We’re on 
the right side of the road, licenses in order. What’s up?’’ The Law 
chawed majestically and drawled, ‘‘ Yeah, but th’ hotel manager 
phoned me an’ said yo" checked out an’ forgot t’ pay yore bill.’’ 


FOR A PAL: ‘‘Bud’’ Wood, one of the ‘‘sons’’ of T. B. Wood's 
Sons Co., was an usher at the wedding of Warren Pershing, John J.’s 
son—just by way of repaying the favor of the younger Pershing 
who ushered at Bud’s wedding last Fall. 


RETURNED TRAVELER: Back from three weeks touring through 
California, looking the picture of health, Alvin Smith dropped in 
our office last week . . . He also dropped into Yankee Stadium to 
take a quick look at the Louis-Schmeling ‘‘fight’’ ... (He had to 
be quick to see it at all.) ... Among Alvin’s accomplishments in 
the West was the feat of eracking the jackpot in a dime machine 
in Las Vegas, N. M. 


YOU OUGHT TO KNOW: That Harry R. Sander works for Skilsaw 
in Los angeles (And Robert F. Black is president of White 
Motor Co.) . . . A conduetor on a New York Central suburban train 
is a dead ringer for Harry Ruhf (Cleveland Tool & Supply) : 
Though more than 78 years young, A. H. Stokes is still piling in orders 
tor Beals, McCarthy & Rogers in Buffalo . . Ray Smith (Boyer- 
Campbell, Detroit) sailed with Mrs. Smith early in June on the Nieuw 
Amsterdam, Europe-bound . . . ‘‘Red’’ Gardner (Manufacturer’s 
Agent) began his business career teaching school ... High up on the 
banks above the Fox river near Appleton, Wisconsin, is a beautiful 
new home—property and residence of Walter Miller (Advance Car 
Mover). J.J. W. 
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Trade cooperation, Western style 
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Stokes vs. Father Time 








The sudden death of A. P. Van Schaick, 
vice-president, American Chain and Cable 
Co., saddened his many friends in June. 
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Paul R. Briggs (left) and E. W. Ellsworth of Stanley Electric Tools hold the attention 
of two apprentices at recent White Supply Co. show in Waterbury, Conn. 





Here's the gang that turned out to cele- 
brate the first birthday of the "Keystoners” 
with a golf outing June 15 at Melrose 
Country Club near Philadelphia 


= 


T. Walker Lewis poses in the prize 
winning exhibit booth of Fiske Bros. 
Refining Co. at the recent Machinery 
and Power show, Memphis 





HIGHLIGHTS This Month 


Convention cruise plans still hang in mid-air, but final plans are 
expected to be drafted at a committee meeting about July 1. (See 
opposite page) 


Sales crusade, based on theory that “the salesman is the most 
important man in America today” is launched for all salesmen in 
key cities. (See Page 28) 


Rubber survey made by MILL SUPPLIES reveals interesting 
facts about distributor merchandising of mechanical rubber goods. 
(See Page 26) 


Industrial shows reported successful by Indianapolis Machinery & 
Supply Co., and White Supply, Hartford, Conn. 





MILL SUPPLIES © JULY 1938 











AREY 


ecg ND 


es 











ABOUT THAT 


CRUISE CONVENTION 


You wanted to know: Scores of distributors 
and manufacturers have besieged MILI 
SUPPLIES, and the seeretarial offices of 
their respective associations, for further 
information about the 1939 cruise convention 
which was decided upon at the meeting in 
Pittsburgh last May. 


And we can tell you: 


1. Only that all arrangements rest in the 
hands of a committee consisting of the three 
association presidents—W. T. Ryan, Cutter, 
Wood & Sanderson (National); Jack B. Dale, 
Briggs-Weaver Co. (Southern); W. A. Pur 
tell, Holo-Krome and Billings & Spencer 
(American). 


” That these committee members have, 


since May, been making a thorough canvass 
of all possibilities. They have collected data 
on available boats, time necessary to visit the 
favored ports-of-call (Havana or Ber 
muda), costs, sailing dates, 


3. That this committee has scheduled a 
meeting for about July 1 at which time it 
will decide: 


\. Aboard what boat the 1939 convention will be 
held. 


> Convention dates (sailing and return). 
(. The eruise destination. 


I). Other details incidental to the trip. 


4+. After arrangements are complete, 
announcement will be made telling how to 
hook reservations, 


Success of the 1939 cruise convention already seems assured, judging by the 
interest so far shown. Says W. A. Purtell, ‘‘We have had innumerable inquiries 
about the cruise, and many members of each association have tried to make reser- 


vations. This indicates an industry-wide interest, based upon which it would 
seem safe to predict that 1939 will see the largest attendance and one of the best 


conventions we have ever held. 


So... Please Stand By! 
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EVERAL years ago we started 
to work out a contest that 
would stimulate sales and yet elim- 
inate the familiar pitfalls that so 
often are connected with this sort 
of thing. The final result has 
been very satisfactory and our 
merchandising program now re- 
volves about this sales contest. 
Yet, we don’t like to think of it 
exactly as a sales contest. We look 
upon it as a sales campaign, al- 
though fundamentally it is a con- 
test that is continuous, never-end- 
ing. It goes on year-in, year-out, 
through slack and busy season, 
prosperity and depression, and has 
achieved for us a continued im- 
provement in sales volume, con- 
siderably widened our market and 
strengthened our position with in- 
dustrial buyers. You can’t ask 
for more than that from any 
method of sales stimulation. 
Basically the contest is 
divided up into two-week periods. 
We give two weeks to each line or 
group of related lines and repeat 


sales 
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By A.C. Ellis 


President, Seither & Ellis 


every six months. Our schedule is 
rigidly adhered to. 

Two weeks préceding a change 
in the lines to be stressed we mail 
postage paid return post cards to 
the individual to be contacted, call- 
ing his attention to the lines and 
suggesting that he ask for cata- 
logs or other information. 

All salesmen are eligible and all 
can win prizes. There is never just 
one winner. Our salesmen have a 
previously established quota they 
must reach for each two-week’s 
period to be eligible for a cash 
award. Every salesman’ who 
achieves his quota wins a divi- 
dend. For selling a certain amount 
above his quota, he receives a 
double dividend. There is actually 
no limit to the cash dividend he 
can win. With this plan, any or 
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reach a 
and award. This is much better 


all salesmen can quota 
than merely rewarding the one 
who sells the most. 

We have tied our whole business 
activity up with these never-end- 
ing sales campaigns. Window dis- 
plays change regularly, emphasiz- 
ing the lines or group of related 
lines that the salesmen are spe- 
cializing in during that particu- 
lar period. Manufacturers’ litera- 
ture is effectively posted on a spe- 
cial wall section to keep the sales- 
man’s mind always on the lines 
he should be boosting during that 
period. Regular sales meetings 
keep the products of the period 
under discussion and further edu- 
cate the salesmen. 

Annually we distribute a large 
13 by 27 inch three-color calendar. 
The specialized industrial supplies 
and equipment are listed on the 
calendar page corresponding to 
the month and period that our 
salesmen boost them. Even the 
salesmen’s calling cards carry a 

















By these pieces of manufacturers’ litera- 
ture, which are posted on the wall during 
each period of the contest, A. C. Ellis 
keeps his salesmen aware of the lines they 
must push and the quota they have to fill 


Each salesman's calling card, which 
folds in half, carries a list on the re- 
verse side of the lines specialized figur- 
ing in the sales contest 


list of the industrial items we 
stress in our sales campaign. Let- 
terheads and invoice sheets also 
list the supplies we specialize in 
and push in the contest. Every- 
thing possible is done to promote 
the item and help the salesman 
sell it. The customer is never 
yviven a chance to forget the prod- 
ucts we are boosting. 


Extension Period 


Although each contest is but 
two weeks long, any orders that 
come in for that particular line 
or group of lines is credited to the 
salesman’s account if it is received 
not later than two weeks after the 
close of that particular contest 
period. In other words, the sales- 
man has a full two weeks to give 
the line everything he’s got and 
then gets an extension period to 
clean up any loose ends and close 
difficult accounts. 

We reached a satisfactory setup 
only after much trial and error, 
but now our sales campaign is so 
















Return post cards, advertis- 
ing the line salesmen are 
pushing that month are 
mailed out periodically. No 
matter which box the cus- 
tomer checks, the salesman 
pays him a visit immediately 











tied up in our business that to 
eliminate it would be to eliminate 
much that keeps our sales pro- 
gress going. J 

This plan got its start with us 
when we decided that the old way 
of selling industrial supplies— 
carrying as wide a range of items 
as possible and sending men out 
to take orders for anything the 
industrial buyer needed—was on 
the way out. We learned we could 
be of much greater service to in- 
dustrial plants by studying their 
needs and problems and applying 
the combination of our knowledge 
and experience plus the aid of 
our manufacturers’ representa- 
tives. 

This proved mutually profitable. 
To industrial buyers we sold some- 
thing more than merchandise and 
good service. We gave them tech- 
nical advice and service that often 
was worth much more than the 
price of the equipment sold. For 
ourselves, we are succeeding in 
selling lines that build up our 
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sales much faster and show a 
greater margin of profit. We have 
learned that selling specialties 
makes friends and repeat orders, 
and in most instances greatly 
stimulates the sale of commodity 
items, too. 

All this because we went over 
our lines and picked those upon 
which we could build a reputation 
for quality and _ performance. 
Other factors considered were po- 
tential need, sales assistance of 
our manufacturers, protected dis- 
tribution, margin of profit. 


Selection Is the Problem 


Our big problem was not to find 
enough lines on which to work, 
but to limit the number of lines 
to the time available for efficient 
work. We soon learned we would 
have to adopt a schedule giving 
each line its allotted time. On the 
first of each year we now know 
what line we are going to work on 
at any time during the next twelve 
months, 











On the set at Warner Bros. during the filming of "Sister Act" 


Twenty-four hour service on orders is almost a delay when you're 

selling the movie-makers. Many unanticipated needs must be 

filled in a jiffy and man's imagination creates surprising applica- 
tions for distributors’ goods 


By Sam Tembrill 


Salesman, Harper & Reynolds Corp. 


Los Angeles 


HERE IS a fascination about 

selling to the motion picture 
production industry. The industry 
is progressive, always looking for 
something new or different. All 
new lines and classes of merchan- 
dise are inspected carefully and 
records kept for future applica- 
tions. Often you find your stand- 
ard products being used in some 
new way that you never dreamed 
of, and more sales are thus creat- 
ed for you. 

Grouped in the five districts of 
Culver City, Hollywood, West Los 
Angeles, Universal City and Bur- 
bank, I have an even dozen of 
customers and it takes all my time 
to contact them every day, or, at 
the most, every two days. 
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Materials, supplies and equip- 
ment used by these motion picture 
companies are bought almost ex- 
clusively from distributors and 
wholesalers of various’ kinds. 
These materials go _ principally 
into construction work on the hun- 
dreds of sets used in making the 
pictures. You can see that the pro- 
ducers cannot buy very far ahead, 
although the companies on the 
average will carry stocks of $5000 
to $50,000 of materials and sup- 
plies in their stores and ware- 
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houses. This, however, represents 
only a small fraction of their pur- 
chases. Almost everything is want- 
ed for delivery right away. A 
lapse of 24 hours between order 
and delivery in most cases is a 
rather long time. If you are at a 
place in the morning, you must 
get your orders through for de- 
livery on the 5 o’clock truck. If 
the orders are taken in the after- 
noon, you must make next morn- 
ing’s trucks. Added to that, there 
are innumerable emergencies to be 
met. 

This is because many things 
come up that cannot be anticipated 
even a few hours in advance. A 
group gathered where the salaries, 
wages and overhead may run into 
several thousands of dollars an 
hour cannot be held up for some- 
thing costing only a trifling 
amount. There is nothing more 
heartening to a salesman than to 
know that his partner behind the 
city desk is backing him up and 
can be depended upon to save min- 
utes if possible on the delivery. 

In the general routine of our 
work, we contact the purchasing 
agent first. If we have an item 
for the machine shop, his next 
move will probably be to send us 
to the superintendent. If some- 
thing in trolleys and hoists that 
might be used in the moving of 
sound stages, we are sent to that 
department. 

Our lines of largest volume at 
these moving picture plants are 
builders’ hardware, pipe and fit- 
tings, nuts and bolts, machine 
shop equipment, wood working 
machinery and_ supplies, tools, 
grinding equipment and welding 
and cutting equipment and sup- 
plies. Industrial and other paints 
are also used in large quantities. 

The purchasing agent buys al- 
most wholly upon requisitions. His 
position is unusually difficult, and 
he must have more where-to-get-it 
and _ get-it-quick information in 
his files and in his head than al- 
most any other kind of purchas- 
ing agent, because of the diversity 
of requirements and the unfore- 
seen problems and emergencies 
that arise. He cannot stop to shop 
around. Price is a small object 
when time is to be saved. Yet these 
purchasing agents are among the 
shrewdest buyers to be found any- 
where. On the whole, they prob- 
ably buy just as closely as anyone. 
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GOOD ventilating system of- 
fers your customers advan- 


tages which bring about savings, 
greater personal comfort, or in- 
creased earnings through one or 
more of the following means: 





ne 


1. More comfortable conditions 
for customers result in increased 
patronage. 


2. Better working conditions for 
employees make them more cour- 
teous and alert, and in turn (a) 
increase their individual sales or 
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production; (b) reduce their mis- 
takes; (c) reduce accidents; (d) 
reduce time lost from illness; (e) Drop the temperature and raise your profits by 
arg hon perc iii selling exhaust and ventilating fans to industry 

the amount of dirt and grease set- 
tling on walls and furnishings, 
and thereby keeps cleaning and 
redecorating costs at a minimum. 

4. Proper atmospheric condi- 
tions for processing or storing ma- 
4 terials reduce spoilage and cut 
production costs. 

5. Removal of inflammable dust 
or vapors eliminates fire hazard 
and minimizes insurance rates. 

Ventilation is really just a pro- 
cess of dilution—diluting foul air 
with fresh. The foul air may be 
drawn out by an exhaust fan, or 
blown out by the current of fresh 
air from a blower. Unfavorable 
air conditions arise from excessive 
heat or humidity, odors from cook- 
ing or process, body odors or in- 
jurious vapor or gas from pro- 
cessing materials. 

There are two major types of 
exhaust fans, propeller and cen- 
trifugal. Propeller fans exhaust 
air directly from a room or other 
enclosed space outdoors, usually 
without any intervening duct- 
work. Centrifugal fans are used 
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for ventilating inside rooms, such 
as toilets, vaults, stockrooms, etc., 
where ducts must carry exhaust 
air outside, or for exhausting 
smoke, steams or odors from pro- 
cesses and range hoods in hotel 
and restaurant kitchens. 

In addition to the familiar ven- 
tilating and exhaust fans, there 
are also blowers which either pro- 
vide a slight pressure to blow 
vitiated air through window 
cracks or through openings, or to 
create a slight positive pressure 





(Continued on page 86) 
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MWatecbutors 
Grow More. Important. 


They have contributed largely to the advancement of 

trade and industry and will win greater recognition in 

the future, says J. V. Honeycutt, Assistant Vice-President, 

Bethlehem Steel Co., before the 29th annual convention 
of the American Steel Warehouse Association 


VENTURE to predict that the 

ever widening scope of the dis- 
tributor’s function in the steel 
industry will be characterized by 
broader service and more remun- 
eration during the next quarter 
century of this industry than it 
was during the past 25 years. 
We are in an economic cycle in 
which the distribution of steel 
products is assuming ever greater 
proportions. 

Available figures show conclu- 
sively that more and more steel 
each year is reaching the ultimate 
consumer through distributors’ 
stocks. Last year the steel pro- 
ducing industry operated at an 
advance of six per cent over the 
preceding year whereas the steel 
distributors showed a gain of 24 
per cent. 

For the steel industry, the 
warehouse fulfills several valuable 
functions. It is a _ pioneering 
force, carrying to the highways 
and byways of industry the many 
new products that have been de- 
veloped in mill laboratories, and 
exploring the channels of trade 
for new applications. 

The distributor helps materially 
in creating a mutual understand- 
ing between the man who makes 
the steel and the one who ulti- 
mately uses it. He helps the con- 
sumer select the proper kinds and 
grades of steel; tells him how it 
should be treated and explains to 
him the conditions that arise dur- 
ing production which may limit 
the application of one kind of 
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steel or extend greatly the appli- 
cation of another. 

The warehouse is a stabilizing 
influence. Over a period of years 
there are fewer fluctuations in the 
demands of the distributors than 
of almost any other branch of in- 
dustry served by the mills. 

It is also in order to observe 
that there has been a great ground 
swell of attack upon middlemen 
by powerful forces who, however, 
know nothing about the subject. 

There is a tendency to think of 
distribution as a whole, and cer- 
tainly the distribution of steel, as 
a product of modern civilization. 
This is far from the truth. 

The distributor has played an 
important role in civilization from 
the beginning of recorded history 
and it is not likely that human 
nature and human needs are going 
to change in such a radical way 
that his services will no longer be 
needed. We find today the place 
of the distributor is better recog- 
nized in the democratic states than 
it ever was before. 


Hurting Business Doesn’t Pay 


During this country’s period of 
greatest prosperity, the business 
man came into his own in public 
usefulness and public esteem. Now 
this is highly important. When 
you attempt to smother and to 
cripple the business men of the 
country, as a class, you smother 
and cripple business methods, and 
the result is an inevitable weak- 
ening not alone of the business 
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structure, but of the country as a 
whole. 

You, gentlemen, are sometimes 
accused of being parasites, of tak- 
ing a profit for which you render 
no adequate service. But look at 
the situation today in those coun- 
tries where they have what is 
known as a totalitarian state. In 
Russia and in Germany and in 
Italy the state is very largely so- 
cialized; still the mass of the peo- 
ple live in the bitterest of. pov- 
erty, compared to the least fortu- 
nate in this country. 


Business Must Be Helped 


It is not possible to lop off or to 
cripple one of the necessary arms 
of the economic structure without 
damaging the entire system. The 
public at large is beginning to 
realize this more and more. The 
Congress is alive to the fact that 
all classes of business must be 
relieved from abnormal and exces- 
sive taxes if the country is to 
have another era of prosperity. 

There may be differences in 
opinions and policies between the 
mills and the distributors, and 
between the distributors them- 
selves, but fundamentally business 
has a common cause which can be 
strengthened by mutual under- 
standing and by united opposition 
to the theorists who would break 
down the institutions which busi- 
ness men have built up through 

















years of patient effort and study. 

To the distributor must go a 
large share of the credit for the 
development of the modern steel 
industry to its present perfection 
and to its present proportions—an 
accomplishment in which every one 
of us may take considerable pride. 

I sometimes hear considerable 
groaning on the part of distrib- 
utors about the tremendous in- 
ventories they must carry and 
about the many kinds of steel they 
must keep in stock to serve the 
manifold demands of the buyers 
in their territories. I sympathize 
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‘Tie Association recommends: 

1. Thorough cost analyses 
by mills to determine added ex- 
pense over and above mill base 
prices of handling less-carload 
orders and small items included 
in carload orders. 


2. That these cost studies 
embrace the expense of stock- 
ing steel at the mills and at 
mill depots, cutting to speci- 
fied size, wastage, maintenance 
of records and other factors 
incident to handling and serv- 
icing small item orders. 

3. That 


item extras or 


other charges, commensurate 





with them. 
products is also a curse and a 


This diversity of 
problem to producers. It is also 
a blessing. Someone has said with 
respect to the job that involves 
high responsibility that if it were 
not difficult and did not involve 
responsibility there wouldn’t be 
any job there. Similarly, the large 
and diversified inventories you 
must carry and the never-ending 
demands upon the mills for un- 
usual sizes and_ specifications, 
while embracing many a _ head- 
ache, after all mean growing mar- 
kets, more uses for steel, and more 
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customers for both the warehouses 
and the mills. The greater the 
range of his inventories, the more 
significant and important is the 
work of the jobber serving a given 
community, and the greater his 
opportunities. 

If the mills may be said to be 
the heart of the steel industry, it 
may be said with equal truth that 
the distributors are the arteries. 
Their strength is vital to the 
health of the whole industry, and 
the mills on their part will do 
everything possible to protect and 
enhance vour business future. 


Lsteibutionw 


Industrial distributors will be interested in these recom- 


mendations made for the American Steel 


Warehouse 


Association by Walter S. Doxsey, executive secretary 


with costs, be applied by the 
mills to all small item orders 
from all sources, whether from 
mills or mill depots. 


4. That the mill customers 
who place desirable specifica- 
tions shall benefit in reasonable 
degree from such savings as 
may be effected by curtailment 
of gratuitous and below-cost 
servicing of small item orders. 


5. That indiscriminate so- 
licitation by the mills of small 
orders be discouraged as an 
unprofitable sales and operat- 
ing expense. 


6. That the mills give all 
proper and possible encourage- 
ment to warehouse distributors 
who handle exclusively the 
products of domestic mills. 
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7. That the handling by the 
warehouse of small less-carload 
items for direct shipment from 
the mill to the customer should 
be eliminated. 


8. That the warehouses do 
not ask the mills to accept 
small item orders for ware- 
house stocks that they would 
not have the mills solicit for 
direct shipment to other cus- 
tomers. 


9. That high standards in 
purchasing, as well as intelli- 
gent and consistent policies in 
selling, be adopted by steel dis- 
tributors. 


10. That the distributors 
constantly strive to give best 
possible service at the least pos- 
sible cost. 


Hire 


Comes 


Band! 


Companion to the power hack- 
saw, the metal-cutting band- 
saw is used in metal-working 
plants everywhere. All saws 
dull sooner or later—therein 
lies your sales opportunity 


By E. J. Tangerman 


Technical Editor 


ITHIN the last few weeks, 
I have been in three large 
metal-working plants, two of them 
automotive, the third making ma- 
chine tools. Each had from three 
to six metal-cutting bandsaws 
hard at work cutting steel and its 
alloys for almost every purpose. 
But steel and its alloys are not 
the only materials cut with band- 
saws—the list includes just about 
every metal, as well as plastics, 
fiber, hose, mica, hard rubber, 
slate, transite, and of course, our 
old friend, wood. They have the 
advantage over hacksaws of cut- 
ting curved lines, within reason. 
Blades are supplied in standard 


gages or thicknesses, depending 
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upon diameter of wheels and blade 
width. Width varies with feed 
and curvature of cut. The greater 
the feed, the wider and heavier 
must be the saw to stand it. Be- 
cause operating conditions and ma- 
terials vary so widely, no general 
table of blade widths and feeds 
can be made up—besides, the par- 
ticular bandsaw on which the 
blade is used often determines the 
width. The smaller the radius of 
curvature of a curving cut, the 
smaller must be the saw, just as 
in wood-cutting. The following 
table gives minimum radii which 
can be cut with a blade of given 
width: 


Width of 


Band Saw, in. 


Minimum radius 
that can be cut,in. 


1/16 3/32 
3/32 3/16 
1/8 1/4 
3/16 7/16 
1/4 3/4 
3/8 11/2 
1/2 21/4 
5/8 3 

3/4 41/2 
1 8 


Blade length usually depends on 
the particular machine, the blad- 
ing being bought in 100- or 500-ft. 
coils which are cut and brazed 
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Eight bandsaws hard at work in the gen- 
eral tool-steel storage room of a large 
machine-tool plant 


together to make a loop. In fact, 
it is occasionally necessary, as in 
making an interior cut, to insert 
the blade end through a hole in 
the workpiece and then to braze 
it into a continuous band for saw- 
ing. The length of any bandsaw 
can be determined easily by meas- 
uring the diameter of the band- 
wheels and the distance between 
wheel centers. Then add twice the 
distance between wheels to the di- 
ameter of one wheel (they are 
almost always the same size) mul- 
tiplied by 3.14. Standard blades 
for various makes of bandsaws are 
given in the table. 

After a blade is put over the 
wheels, they must be separated 
sufficiently to put a strain on it, 
otherwise it will buckle when 
forced against the work. The fig- 
ure usually given is 300 lb. per 
inch of width, but as there is no 
accurate method of determining 
strain, it depends upon the oper- 
ator’s judgment. In general, the 
blade should be tight enough so 
that it does not wobble or bow 
appreciably when pressed against 
the work with proper feed pres- 
sure. 

Most of your bandsaw blade 
sales will be reorders—which are 
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Standard Blades 





Name of Machine Length Width 
Armstrong-Blum 3 9 5/8” or 3/3" 
Atkins No. 3 15’ 8” 5/8” or 3/4” 
Atkins No. 4 14° 1” 5/8” or 3/4” 
Avey Milband 14’ 9” i 

Clark Compound a «(US as 

Clark Junior 10° 10” 1/2” or 5/8” 
Clark Special 10° 10” Fg or 5/8” 
Do-All i 1/16” to 3/8” 
Do- All 8’ 6” 1/16” to 3/8” 
Do- All 9’ 6” 1/16” to 3/8” 
Houghton 12’ 6” 5/8” or 3/4” 
Klemm No. 1 nw 5/8” or 3/4” 
Klemm No. 2 15’ 8” 5/8” or 3/4” 
Milclark 10’ 10” 3/16” to 3/4” 
Napier z@ &” : ig 

Napier, Jr. 8’ 4” 3/4” 

Racine a: = 1/8” to 5/8” 
Tannewitz 19 1” to 1/4” to 11/4” 

19° 6” 

Thompson N 15’ 8” 5/8” or 3/4” 
Thompson Milband ss Bh" 3/4” 

Wells 7 104” 1/2” 

Wells eS 63h" 1/2” 

Wells wT 3 3/4” 

Wells 11’ 6” 3/4” 

Wright 15’ 8” 5/8” or 3/4” 
simple. But occasionally you'll material is very unusual, send in 


run into a particular problem that 
requires a different blade. If it 
is complicated, you’d better pass 
it on to the blade manufacturer. 
‘Give him the length, width, gage 
(thickness) and number of teeth 
per inch of the saw being used, 
and the kind, shape, size and hard- 
ness of material being cut. If the 


a sample. Also give the speed of 
the saw in feet per minute (or 
the wheel diameter and _ revolu- 
tions per minute); if a variable- 
speed type, give both maximum 
and minimum. This should be 
supplemented with these details: 
Operating condition of the ma- 
chine (good or bad), number of 


= 
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; OTICED all the articles in 
newspapers and magazines re- 
cently about hobbies? Thousands 
‘of hobbyists today are interested 
in working with their hands, and 
are thus busy building up home 
workshops. Many of these hobby 
enthusiasts are the very purchas- 
ing agents you call on every day. 
Wood, metals and plastics are 
the materials worked, and jig 
saws, bandsaws, bench lathes, 
wood lathes, drill presses, grind- 
ers, and a wide variety of hand 
“tools are needed. The usual hard- 
ware store or other consumer out- 
let doesn’t have them. You have. 





Now, how to reach out and get 
some of this business? 

The first need is to train your 
men as specialists in various hob- 
bies. One may get to know wood- 
working and cabinet-making, an- 
other model building, and so on. 
Probably you have men interested 
in some of them already. 
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hours of service or square inches 
of cutting considered satisfactory, 
how work is fed to the saw, ap- 
proximate feed, operator’s opinion 
or suggestions, any other perti- 
nent data, 

One last point: See that guides 
on the bandsaw machine are ad- 
justed to support the blade prop- 
erly. The saw should be adjusted 
in the guides so that the teeth 
project outside the guide blocks 
at each side. (If they run inside, 
they will either saw out the guide 
slot or have their edges worn off.) 
Guides should be in alignment. 
This must be done after the blade 
has tension on it. Be sure that 
the back edge of the saw rests 
against the supporting wheel in 
each guide. 

Beyond that, the proper saw will 
do its job as long as it is not 
mistreated. Tension should be re- 
leased or the blade removed from 
the saw when it is not in use, 
particularly in winter, and_ it 
should be oiled to prevent rusting. 
Given proper care, and if recom- 
mended in accordance with these 
suggestions, there is no reason 
why the saws you _ provide 
shouldn’t do their jobs very satis- 
factorily. This means orders for 
replacement blades regularly in 
most of the metal-working shops 
of your territory. 


When the hobbyist asks ques- 
tions, have him see your specialist 
in his hobby. They’ll talk the 
same language, and the sale will 
be more certain. And again, when 
one of your men runs into the 
tough prospect who won't listen 
to your regular story, find out his 
hobby, then send your specialist. 
He may not talk business the first 
call, but the two will soon develop 
a “mutuality of interest” that will 
lead to business later. Hobby con- 
tacts may also enable you to sug- 
gest a hobbyist who can do a 
specialized job for one of your 
customers who needs it. 
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COMPARATIVE SALES VOLUME OF 
MECHANICAL RUBBER GOODS PRODUCTS 
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Study made among distributors gives interesting facts 


about merchandising methods of mechanical rubber goods 


| gente information con- 
cerning the sale of mechanical 
rubber goods through industrial 
distributors is revealed in a study 
made this month by MILL SUP- 
PLIES. The survey covered dis- 
tributors in more than 100 indus- 
trial centers from coast to coast 
and its findings represent a fair 
sample of the over-all national pic- 
ture. 

Those distributors reporting 
showed a total volume in this line 
of more than $4,000,000 in 1937. 
The smallest volume of any re- 
porting house was $500 and the 
largest “over $150,000”. The aver- 
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age volume for the group sur- 
veyed was $27,000 per house for 
the year. 

The exclusive franchise is the 
favorite factory tieup, since 81 per 
cent of the distributors report 
that they operate in this way. 
Eighty per cent of the distribu- 
tors handle the line of only one 
rubber goods manufacturer. 

The fact that a line is now in 
a house does not necessarily mean 
that it is there to stay, however, 
for two out of three distributors 
reported that at some time they 
changed from another line to the 
one which they now handle. Thir- 
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ty-seven per cent of the distribu- 
tors have had their present line 
five years or less, while another 
35 per cent have had their present 
line ten years or more, the rest 
falling in between the five and 
ten year bracket. 

In the great majority of supply 
houses mechanical rubber goods 
are handled today as a line of 
major importance. Seventy per 
cent of the reporting distributors 
declared that they place special 
emphasis on the sale of these pro- 
ducts and rank them along with 
other major lines in their mer- 
chandising programs. 
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The <hinesse 


HA A PAGVERK FOK IT 


Win your lawsuit and lose your money 
Just scales and full measure injure no man 


Ready money can buy whatever is in stock 








1. What are the three natural 
minerals used for abrasives? 

2. Are there any manufactured, 
or artificial, abrasives? 

3. What abrasive comes from 
the mines of Turkey and Greece? 

4. Which is the oldest known 
abrasive? 

5. What is Crocus? 

6. What abrasive comes prin- 
cipally from the Adirondacks? 

7. What are its principal char- 
acteristics? 

8. What is bauxite, and what is 
it used for? 

9. Which abrasive is widely 
used in woodworking? 

10. Where is aluminum oxide 
used? 

11. What abrasive approaches 
the diamond in hardness? 

12. How is it obtained? 

13. What are its characteris- 
tics? 

14. Where is it used princi- 
pally? 

15. Which abrasive is used prin- 
cipally in shoe manufacturing? 

16. How many weights of paper 
are used in abrasive papers? 

17. On what are the weights 
based? 


18. What is the lightest paper 
commonly called and for what is 
it used? 









19. What is “cabinet” paper and 
where is it used? 
20. How many weights of cabi- 
net paper are there? 
21. What is “roll” paper? 
Answer on page 84 


Sam Goes to the Circus 

Sam Supplier made a sale—and 
was so elated he decided to cele- 
brate, so he took himself to the 
circus. Now it happened that the 
circus was on a vacant block, with 
entrances on all four sides. Sam 
walked up to the first entrance, 
paid a dollar to get in, and started 
his celebration. But he soon found 
he’d spent half his money. So he 
started home—and was surprised 
to learn that it cost him another 
dollar to get out! 

His homeward course took his 
around the corner to the next en- 
trance, and the sideshows inside 
looked so tempting that he changed 
his mind, spent another dollar, 
and went in. Again he spent half 
his remaining money, then had to 
pay a dollar to get out. 

So it went at the third and 
fourth entrances as well—in each 
case Sam spent a dollar to get in, 
half his money inside, and a dol- 
lar to get out. But when he got 
outside the fourth entrance, he 
was broke and had to walk home. 

How much did he have when he 
started for the circus? 

If you never went to the circus, 
see page 84. 
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respondence course in magic” 
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"Look—it's a little trick on filling orders | picked up from that cor- 
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HE Federal Pipe and Supply 

Company, Fresno, Califor- 
nia, has gone after the welding 
field in earnest, carrying both arc 
and acetylene welding lines and a 
full assortment of welding rods, 
electrodes and other accessories to 
all parts of five counties in central 
California. 

R. E, Barber is the welding spe- 
cialist. He is a thorough going 
salesman by instinct and training 
and does not allow the practical 
knowledge of welding in all its 
phases, secured by long experi- 
ence in general shop work, to run 
away with his sales judgment. 

“Use just enough of your prac- 
tical knowledge to make yourself 
useful when the opportunity 
arises, but watch out that you do 
not make a nuisance of yourself 
by trying to tell everybody how 
to do everything,” he says. 

Mr. Barker goes after business 
in a nifty demonstrating car. This 
is a special truck body job, with 
prominent advertising panels on 
both sides. In it he has a complete 
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oxy-acetylene welding outfit on 
some occasions and a complete 
150-ampere arc welding machine 
for demonstration on others. Al- 
ways, he carries a complete assort- 
ment of welding rods, supplies. 

“Now I have used it awhile, | 
would hardly know how to get 


win 


Sides of the demonstrator 
are employed effectively for 
advertising purposes 


Per 





Mr. Barber all set to give a 
demonstration in Federals 
especially equipped welding 
car 


Helps sell welding equipment 
for this California distributor 


along without my demonstration 
car,” he says. “I have it fixed up 
so that every bit of space is util- 
ized for display of our welding 
lines, and the prospect, as a rule, 
is genuinely interested in coming 
out to look through my traveling 
sample room.” 











ASED ON the belief that 
R the salesmen of America hold 
the key to recovery, a national 
movement to spur salesmen and 
executives to greater effort is now 
going forward. 

Meetings in key cities through- 
out the country did much to ad- 
vance the “crusade” during June. 
The project is simply an effort to 
bring about a united drive along 
the firing line in all selling fields 
to win those pending orders that 





Crusade for Sales 


are now “long past due” because 
of fear inspired by present busi- 
ness stagnation. 


A preliminary test of the plan 
in Lincoln, Neb., during May pro- 
duced remarkable results and it 
is believed that similar success 
can be won in other localities. 

Full details of how to put the 
plan to work may be secured by 
writing the National Salesmen’s 
Crusade Headquarters, 14250 Ply- 
mouth Road, Detroit, Mich. 
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Owen the ki 


Butts and Ordway observes its fiftieth anniver- 
sary by transferring quarters from Boston to a 








modern location in Cambridge—across the Charles 


HE YEAR 1938 has double 

significance for the Butts 
and Ordway Company, fine old 
Boston industrial supply house, 
for it marks both the company’s 
golden business anniversary and 
the occupancy of modern new 
quarters “over the river” in Cam- 
bridge. 

Butts’ and Ordway’s new home 
is well suited to the conduct of a 
supply business. Located in an ex- 
cellent central spot to serve the 
Boston industrial area, it has am- 
ple loading and shipping facilities, 
and plenty of parking space. Exe- 
cutive and accounting offices are 
at one end of the building, and 
from “executive row” there is a 
“Main Street” running almost the 
entire width of the building. All 
the stock room aisles on the first 
floor branch off at right angles 
from “Main Street”, while the re- 
ceiving and shipping department 
also “fronts” on it. 

At the end of the building op- 
posite the offices are five more 
loading doors, four of them di- 
rectly adjacent to a railroad sid- 
ing. Three of these doors permit 
driving into a fine warehouse for 
steel shapes. A railway car rolled 
up to the door of this steel ware- 
house can be unloaded and the 
steel shapes placed in their proper 
places by three men in a single 
day. A traveling hoist enables 
workmen to move bars from their 
places in the racks to a hack saw 
machine neatly tucked away under 
a stairway where it does its job 
without taking up valuable stor- 
ing space. 

Butts and Ordway has 24,000 
square feet of floor space in its 
Cambridge quarters, one-third of 
which is in the basement. There 
are two separate heating plants 
in the building, one of which takes 
care of the offices, store and rest- 
rooms. The remainder of the 








Corner of B. & O.'s modern store and display room 


building is heated through unit 
heaters off the second boiler. 

The change in location was well 
advertised. One mailing piece ef- 
fectively illustrated the move 
“over the river” by black and 
white drawings. Another card in 
color carried a map of the Boston 
area and indicated the central lo- 
cation of the Cambridge address. 
This was used both as a mailing 
piece and as a calling card, with 
the salesman’s name on the re- 


Cc. G. Keshen, Gates 
Rubber Company, waits 
in B. & O.'s “visitors’ 
room." The telephone 
operator and informa- 
tion girl, from her point 
of vantage can see the 
service counter, pur- 
chasing agent, order 
clerk, advertising de- 
partment, receiving and 
shipping room — and 
through a slide window 
can communicate with 
the accounting depart- 
ment in back of her 
and the executive office 
section just beyond 
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verse side. The back of regular 
mailing envelopes was completely 
covered by a picture of the new 
location—and a_ clever verse, 
“Over the River’. An anniversary 
sticker was designed for pasting 
to packages. 

Executives of Butts and Ord- 
way are enthused over the advan- 
tages of the Cambridge location 
and believe it will be an important 
factor in continuing the steady 
progress of the company. 
























By John J. Welch 


Editor 





“Every advertising dollar is considered by us to be money 
wisely invested''—H. N. Crowder, President 


“Never stop telling ‘em," is the theory of this sensible distributor 
advertising plan that is producing real results for the H. N. 
Crowder Jr., Co., Allentown and Easton, Pa.—Maybe this story 
will give you a hint on how to get in the swim 


HEY’LL give you any number 

of reasons why distributors 
don’t advertise. Among them are 
the following familiar alibis: (A) 
Because they don’t need to; (B) 
because it doesn’t pay; (C) be- 
cause manufacturers have spoiled 
them by taking the job out of 
their hands. 

But the H. N. Crowder Jr. Co., 
of Allentown and Easton, Pa., is 
a house that does advertise be- 
cause, (A) they feel that they 
need to; (B) they know it pays, 
and, (C) they feel that they can’t 
afford to let manufacturers take 
over this important job, that it 
needs something more, the point- 
of-sale touch that can only be add- 
ed by the man-on-the-scene, the 
loca] distributor. Let’s look into 
their setup, see what they do, how 
they do it and what comes of it. 

There’s no magic to the Crowder 
plan. At its heart you'll find a well- 
nigh perfect mailing list, con- 
sidered as one of the firm’s most 
valuable assets. This list, contain- 
ing about 1600 names, is broken 
down into different classes. A 
“blue” list of about 500 names, 
comprising firms which 
Crowder with the bulk of its vol- 
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ume gets a mailing once a week. 
Other divisions are shot at month- 
ly, bi-monthly or only three or 
four times a year, according to 
the need for addressing them. 
Again, the list is broken down into 
classifications of products in which 
the buyers are interested and have 
need for, so that needless mailings 
are not sent out. 

Each Crowder account is listed 
on a separate sheet in a master 
ring-book. Sheets in this book 
underlap at the bottom, so that 
when the book is opened you first 
get an impression of many names 
appearing one above the other. 
Yet, on turning up each page, you 
find it lists the major lines of the 
house, with spaces marked off for 
each month of four succeeding 
years. Result: calls made on this 
particular customer are recorded 
for the four-year period, and sales 
are listed for each of the major 
lines. The plant factors named at 
the bottom are also given ad- 
dressograph plates. 

All salesmen are provided with 
books of call report blanks. On 
these valuable information for the 
mailing list is regularly turned up 

changes in personnel, changing 


MILL SUPPLIES @ JULY 1938 


or expanding needs of customers, 
suggestions for changes, contrac- 
tions or expansions in the present 
way of classifying the customer 
for the mailing list. An office girl 
watches these reports closely, not 
only to keep tab in the big book 
according to the suggestions made 
by the salesman, but also to see 
that, if information is wanted on 
certain lines or products, pertinent 
literature is sent out at once. 

The 500 on the Crowder “blue” 
list get a piece of Crowder litera- 
ture every week. Accompanying it 
is an attractive blotter and a 
scratch pad. The latter two pieces 
contain copy that relates to the 
same product or line covered in 
that week’s literature. The big 
piece hammers hard to sell the 
goods; the blotter and scratch pad, 
kept on hand, continue to remind 
the buyer of the original message. 

Crowder’s stay on their toes to 
suggest ways for their manufac- 
turers to cooperate in providing 
wanted advertising material. Says 
Ernest W. Kuhnsman, general 
manager of the Allentown divi- 
sion, “Whenever we see an attrac- 
tive ad by one of our manufac- 
turers, we requisition 500 copies 
imprinted with our name. On a 
letterhead we write our own short 
story about the product and mail 
it to our ‘500’ list.” 

Experience has taught many 
things worth knowing about ad- 
vertising. “We don’t feel that en- 























velope stuffers mailed with in- 
voices and statements are very 
satisfactory,” says Mr. Kuhnsman. 
“Usually we have the manufac- 
turer supply us with blotters for 
this purpose. The blotter has a 
better chance of landing on the 
desk of someone we want to see 
it. We make up a good many blot- 
ters ourselves. In many cases we 
have made the copy and the manu- 
facturer was more than willing to 
do the printing at no charge.” 
Another clever stunt that has 
won much attention for the house 
was that of complimenting buyers 
on their birthdays. How Crowder’s 


got the information about the buy- 
er’s birthday is their own secret, 
but in recent years many a pur- 
chasing agent has been agreeably 
surprised to find a gift—not too 
expensive, but still worthwhile 
pop out of the mail first thing on 
the morning of his birthday. Ac- 
companying the gift was a warm 
personal letter of congratulations. 
The response to this idea has been 
great. In almost every case the 
buyer writes back. He wants to 
express his thanks, and to find 
out, if he can, how Crowder’s got 
the date of his birth. Thereafter, 
when he thinks of industrial sup- 
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E. W. Kuhnsman, manager of the Allentown division, seen at one of 
the orderly racks used for storing manufacturers’ literature 


W. D. Starr, of Crowder's in Allentown, looks over the customer record 
that serves many purposes 





plies, he likely thinks of Crowder 
first. 

Manufacturer’s literature is 
handled with respect by this ad- 
vertising minded firm. On the 
second floor, in a clean, airy room, 
long steel racks have been set up 
to hold all of the literature that 
comes in. This is filed with library 
efficiency and kept up to date con- 
stantly. Everything is in sight 
and easy to find, and no old pieces 
are allowed to tarry on the prem- 
ises. 

The most difficult thing about 
any mailing list is the job of keep- 
ing it alive. The natural shifting 
of humanity will, in the course of 
a year or two, pretty much change 
things in any list of names. Every- 
body in the Crowder organization 
has a personal interest in keeping 
the records straight on the big 
book, “In addition to the informa- 
tion we get from our salesmen’s 
reports,” explained Mr. Kuhns- 
man, “the entire office force gets 
in the spirit of the thing, too. 
Every day I receive clippings on 
my desk, telling of new accounts, 
deaths or transfers. I often re- 
ceive these notices from four or 
five different sources, because 


(Continued on page 85) 


Left is seen the customer record form 
that fits into large record book (above). 
The salesman's report form gives ample 
opportunity to add important information 


31 








St. Louis home of the Essmueller Mill Furnishing Company 


F ssmucller 4 
OO lfears 


Founded in 1878, when millwrights 
cut conveyors right out of the forest, 
this well known St. Louis and Kansas 
City house has “hewed to the line" 
and made an outstanding success 





The late Fred H. Essmueller 


IXTY YEARS of 
successful business 
operation is this year 
the proud record of the 
Essmueller Mill Fur- 
nishing Co., of St. 
Louis and Kansas City. 
Founder of the firm 
was the late Fred H. 
Essmueller. His origi- 
nal partnership with 
Louis Mutschler was 
dissolved in 1883 and 
the business formally 
incorporated in 1897 
under its present name. 
F. H. Es-mueller was 


32 


Ww. C. 


Essmueller, Pres. Ben H. Essmueller, Vice-Pres. 
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president; Philip Heyde, vice-pres- 
ident; W. C. Essmueller (the 
founder’s son), secretary-treas- 
urer, and August Berblinger, su- 
perintendent. Mr. Berblinger was 
father of the company’s present 
secretary, E. A. Berblinger. 

A family tradition has been 
maintained through the years. W. 
C. “Colonel Bill” Essmueller, pres- 
ent head of the firm, joined the 
organization in 1893, working in 
the shop. He continued attending 
school at night. 

F. H. Essmueller died in 1922 
and Bill was elected president in 
1923. As milling grew in the 
Southwest, a temporary office was 


established in Kansas City in 1926. 


This step was so successful that 
a permanent plant was erected 
there in 1927. The branch is now 
in charge of Ben H. Essmueller, 
vice-president. 

From its beginning, Essmuel- 
ler has “hewed to the line” as a 
mill furnishing and mill building 
business. In the industrial supply 
field it has long been known as 
an outstanding specialist on 
power transmission, elevating 
and conveying equipment. 

In observing the company’s an- 
niversary, an attractive four-page 
advertising insert was used in the 
January, 1938, issue of “Ameri- 
can Miller’. Leading manufac- 
turers represented by the firm 
tied in with this advertising, and 
the magazine presented an inter- 
esting article about the company. 

Says Bill Essmueller, “I believe 
our mill supply service has sur- 
vived for 60 years because of the 
extreme care we have always given 
to selecting our merchandise.” 


Arthur F. Essmueller, Treas. 
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from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Don't Ever Get to Know 
A Buyer Too Well! 


“T once had such a good customer 
that I lost him. I used to pass 
right by the reception room girl and 
on into the buyer’s office. I always 
thought I didn’t need to be an- 
nounced as I had known my man 
for a long time. And he seemed to 
like my walking in on him, until 
that eventful day when he looked 
up from his dictating without a 
trace of a smile.” 

“Oh, hello, Conant. I didn’t know 
you wanted to see me. I’m busy 
right now. Try some other time.” 

“Was my face red! I learned out- 
side that everybody in the establish- 
ment was running for cover that 
day. From that day on I found it 
the most difficult thing in the world 
to get in to see the man whom I had 
thought liked my informal way of 
barging in.” 

A firm rule to follow that will 
prove its value is that no matter 
how well you know a business man 
don’t ever take advantage of it. Let 
him unbend as much as he likes, but 
make sure you are polite, dignified, 
and deferential at all times. Re- 
member your place. You’re a sales- 
man. It’s a dignified job. If he’s 
a customer, then treat him as such! 
—By W. H. Conant in The Whole- 
salers’ Salesman, June, 1938. 


Plan Your Sales 
Contest For Results 


Successful sales contests don’t run 
themselves. Planning of one must 
cover: (1) the build-up; (2) the 
carrying-on; (3) the climax, and 
(4) the aftermath. 

Attractive prizes will lay the 
build-up foundation. A respectable 
prize will serve as its own ballyhoo. 

In che original planning one should 
not overlook the methods by which 
the contest can be endowed with the 
qualities of spirit, sprightliness and 
surprise. 


Carrying on is a tough one. The 
sales manager should send out 
whoop-it-up post cards and see to it 
that every man engaged in the con- 
test knows constantly his own stand- 
ing and the standing of all the 
other men. 

Any contest worth running is 
worth a rousing finish. A common 
practice is to bring the men in from 
the field for a banquet and celebrate 
the contest’s close and award the 
prizes. 

The aftermath of the contest is 
always the let-down. The wise sales 
manager will follow every sales con- 
test with something new—a new 
product, a new advertising campaign 
or a new sales program.—Printer’s 
Ink for June 16, 1938. 


Increase Profits 
By Better Order Routine 


Almost without exception, busi- 
ness houses today are eliminating 
duplicate typing of orders, shipping 
tags and supporting papers. Many 
innovations can be found. For in- 
stance, when the order-invoice is 
typed, one operation suffices to make 
sufficient copies for recording and 
statistical purposes, as well as ship- 
ping requirements, including the 
shipping tag or sticker. 

An improved erder-desk arrange- 
ment has been developed by a Chi- 
cago manufacturing and sales com- 
pany. Around the sides and back of 
the desk, extending upward approxi- 
mately two-and-one-half feet, a mat 
board is placed. Un this board the 
various price and shipping schedules 
are placed, readily visible at all 
times by the order clerk. This de- 
vice has obviated the difficulty of 
consulting an index order book or 
price and data sheets, and has im- 
proved telephone conversation. 

One company has done away with 
monthly statements. Extra copies 
of the invoices are accumulated in 
the customers’ files, and at the end 
of the month they are transmitted 
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to the customers with adding ma- 
chine tape summaries. 

Elimination of multi-color print- 
ing, consecutively numbered forms, 
and vari-colored copies, as far as 
possible, will reduce printing costs. 
Standardization of forms and of 
paper weights and grades will prove 
economical.—By Harry L. Wylie, 
American Business, May, 1938. 


For Bigger Sales 
Forget Your Fears 


Almost every salesman now in the 
field is potentially a better salesman 
—and a bigger earner—then he now 
is. The thing that is holding him 
back is fear. Men everywhere are 
falling short of stardom in selling, 
more because they are afraid to 
strike for orders, than because they 
lack sales ability, or because the 
market is pathetic. 

Your deadliest competitor is fear, 
and it can block your path as effec- 
tively as an unscalable wall. There 
are all different types of fear that 
halt the salesman and slow up his 
volume. By taking the most preva- 
lent fears that beset many salesmen 
today and analyzing them, and fol- 
lowing up with a plan of correction, 
fears are easily brought to the light. 

One of the worst fears right now 
is the fear of business conditions. 
Salesmen sigh and say, “Business 
conditions are so rotten there is no 
use in taking that trip next week— 
you can’t pry an order loose with 
a crowbar.” 

A successful client recently re- 
marked though, “It is well to re- 
member that business is purely men- 
tal and that so-called ‘business con- 
ditions’ are the direct result of what 
people think about business. If 
they think good business they do 
those things that make business con- 
ditions good. If they think bad 
business they do the very things 
that make for bad business condi- 
tions.””—Sales Management, June 15. 


Large Buildings Show 
Chance for More Sales 


Throughout the United States 
there are 9,061 buildings in cities 
of 10,000 population or more. And 
all these office buildings are in the 
market for many electrical prod- 
ucts. They need equipment and 
supplies for operating maintenance 
and modernizing. 

They are better markets this year 
because a recent survey of 125 cities 
shows an increase in occupancy from 
72.43 per cent in 1935 to 81.78 per 
cent in 1938. Each building gener- 
ally has a chief engineer who may 
specify the type of product desired, 
but buying is usually done in a 
central office—The Wholesaler’s 
Salesman, June, 1938. 
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Len Years age IN MILL SUPPLIES 















An NOUNCEMENT 
WAS MADE OF THE CONSOLIDATION OF 
HERMAN BEHR & CO, ING BROOKLYN, AND 
MANNING ABRASIVE CQ, INC, TRON, N.Y, 
UNDER THE NAME BEHR-MANNING CORP, 


OUR PROMINENT 
MEMBERS OF THE CAHN-RIGHARDS TOOL 
&- SUPPLY CO, NEW ORLEANS, RETURNED 
TO WORK FOR THER FORMER. EMPLOY- 
ER, OLIVER H. VAN DORN CO. INC, WHEN 
THAT COMPANY PURCHASED ALL ASSETS 









“ps HE thn ANNIVERSARY OF 
4 LOUIS HANSEN'S SONS, DAVENDORT, JOWA, 











WAS BEING CELEBRATED BY PRES DGNT OF “THE CAHN-RICHARDS ORGANIZATION, 
C.E, HANSSEN, SON OF THE POUNDER, 
BY HIS BROTHER, VICE-PRESIDENT BEN C. t fue VEEDER 


HANSSEN AND GY SECRETARY JOHN HAN- | (MANUFACTURING CO,, HARTFORD, 
SSEN AND ASSISTANT TREASURER WALDO CONN, ANDTHE ROOT COMPANY, BRIS- 
HANSSEN BOTH GRANDSONS OF THE FouNper.| TOL, CONN, COMBINED TO FORM A NEW 
COMPANY, KNOWN AS VEEDER-ROOT, INC. 


HE MERGER OF FRICK AND 
LINDSAY CO. AND THE FRKK-REID SUPPLY 
CO., PITTSBURGH, UNDER THE NAME OF 
FRICK-REID SUPPLY CORP. ok PLACE 
WITH NO PARTICULAR CHANGE IN OFFKERS 
OR ORGANIZATION. 


Ln A DURCHASE 
WHICH DID NOT [INCLUDE THE REAL ESTATE, 
H, CHANNON CO, OF CHICAGO, ABSORBED 
THE MACHINISTS SUPPLY CO, OF THAT CITY, 





















\ AND COMPANY 

TICHITA FALLS, TEXAS | 

WAS ALL SET—WIH ITS tay || ZL. Vs \ 

po Are SERVING FOR THREE YERRS AS DIREC RE Pee 

quam tee OR OF SALES FOR BOSTON WOVEN HOSE ALN ; 
AND RUBBER COMPANY, A.C. KINGSTON WAS 


‘. > D a> 
SATURATION IN TTS TERRITORY, | sane AcciSTANT GENERAL MANAGER. AND b \g << 
ELECTED A MEMBER OFTHE BOARD OF 7 


DIREGIORS, CONTINUING AS SALES HEAD, 



































FORD WAS ELECTED PRESIDENT OF FORD AND \==4 ——— 
KENDIG COMPANY, PHILADELPHIA, AND TJ. \ = —— 
WILLIAMS (PRESENT VICE PRESINENT AND GENERAL [2 IED BN HS WIFE AND TWOSONS, J, H, WILLIAMS “=< 
4 PRESIDENT OF J.H. WILLIAMS AND COMPANY 
BUFFALO, SAILED FOR EUROPE ABOARD 

THE EMPRESS OF SCOTLAND," 
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(Reading time: 29 seconds or less) 


@ A year ago, a manufacturer tested Osborn Brushes 
in comparison with brushes he had been using on a 
certain production operation. The tests revealed that 


Osborn Brushes averaged 25% longer service and 


gave better results. As prices were almost identical, 


the manufacturer standardized on Osborn Brushes. 


In one year, 700 Osborn Brushes have been used. 
On the basis of the tests, the manufacturer would 


have required approximately 875 of the brushes used 


mewn sen amM rwmnareren rrwer ar TATHITCTOTAT 





IT’S GOOD 
BUSINESS 


TO SELL GOOD 
BRUSHES 


formerly to do what 700 Osborn Brushes are now 


doing better. 


Facts like that help to explain why Osborn 
Distributors continue to build good business with 


Osborn Brushes. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE e¢ CLEVELAND, OHIO 


SALES OFFICES: NEW YORK « DETROIT + CHICAGO « SAN FRANCISCO 


poTcure crowiwnre Art InnireTrnanire 





Jim Philbrick, shipper for Chase, Parker 
& Co., Boston, died last month at the 


age of 80, after 53 years service with 
his firm 


Here are most of the charming young girls who keep things shipshape in the Strong, 
Carlisle & Hammond offices, Cleveland. The photo was taken on the grounds of the 
summer home of S-C-H treasurer, J. J. Stephens, at Chagrin Falls, Ohio. Mr. Stephens 
treated the bunch to a big outing June 4 


> . 
@ 
a 
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After an interesting sales meeting held for the salesmen of Harry P. Leu, 
Orlando, Fla., Roy Burton, Browning Mfg. Co., steps outside with the 
gang to face the camera. Left to right: Mr. Burton, Chas. Hendrix, 
Thomas Cook, Baxter Long, H. A. Barrow, T. E. Smith 


Left, above: Evidence of a juicy order for F. S. Slover Co., Marshfield, 
Ore. The cameraman finds them shipping a full truckload of B & B wire 
rope to the C. D. Ray Logging Co., McKinley, Ore. Left, below: Another 
one! McJunkin Supply, Charleston, W. Va., is rushing a 7,500 ft. reel 








Bailey Elected Executive 
of William S. Roe, Inc. 


Edwin J. Bailey was _ recently 
elected executive vice-president and 
general manager of William S. Roe, 
Inc., Newark, N. J. In his new 
capacity he will take charge of both 
the heating and plumbing and mill 
supply departments of the firm. 

Mr. Bailey has had 25 years of 
varied selling and operating experi- 
ence in the industry and for the past 


five years has been director of cred-~ 


its for the American Radiator and 
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Standard Sanitary Corporations, 
which placed under his supervision 
some eighteen subsidiary companies. 


Shearer of York Machinery 
Makes Hole-in-One 


While playing golf on Memorial 
Day at the Outdoor Club in York, 
Pa., Mr. Shearer of York Machinery 
& Supply Co., took a No. 6 iron out 
of his bag on a 135 yard, par three 
hole and then proceeded to knock 
out a hole-in-one. We duffers on 
MILL SUPPLIES, salute you. 
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of drilling line out to the Clay County oil field 


Philbrick, Shipping Clerk 
for Chase, Parker, Dies 


James B. Philbrick, 80, who has 
been associated with Chase, Parker 
& Co., Boston, for 53 years died at 
his home in Dorchester, Mass., 
recently. 

Mr. Philbrick who at the time of 
his death was head shipping clerk 
for Chase, Parker was born in Chel- 
sea, Mass., and spent his early life 
in New Hampshire. He leaves two 
daughters, Mrs. Florence Picardi 
and Mrs. John Sherman. 
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Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION BELTS e@ 





PACKING 
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What's a Recession? Asks 
Texas Belting & Supply 


Perhaps the Texas Belting & Sup- 
ply Co., Houston, is a little island of 
hope in today’s despairing sea of 
business pessimism, or possibly there 
are other firms which are similarly 
failing to sing the blues. At any 
rate, this firm’s sales are consider- 
ably ahead of the corresponding 
period for last year, which went 
down in history as the company’s 
best year to date. This is the state- 
ment we get from O. F. Thompson, 
president and manager, who attrib- 
utes his organization’s present 
healthy condition to, “the jam-up 
group that we have—consistently 
on their toes; and the quality lines 
of merchandise which we offer to 
the trade.” 

Among the lines handled by Texas 
Belting & Supply are those of the 
Chicago Belting Co., Manhattan 


Chain hoists and chain are housed together and in ultra neat order at the Towner Hardware Co., Muskegon, Mich. 





This unique tent covering, plus the use of large steam units was used last winter during 
construction of building for Minnesota Mining and Mfg. Co., St. Paul. (See news section) 





Smaller package 


items are arranged on the shelf above the casks, which contain various sizes and types of heavier welded chain. At the National 
Plumbing show held in Cleveland in June, Beaver Pipe Tools were attractively displayed in the above exhibit space. 


Rubber, Link Belt, Magnolia Metal 
Co., Allis-Chalmers, Spang-Chal- 
fant, S.K.F. Industries, Rockwood 
Mfg. Co., Simonds Saw & Steel Co., 
American Pulley and Jenkins Bros. 

Large stocks of these and other 
lines are maintained at all times— 
another reason, perhaps, why the 
company’s sales volume continues to 
reverse the general trend. 


Skilsaw Demonstrates 
at Joseph Woodwell Co. 


The Joseph Woodwell Co., Pitts- 
burgh, Pa., held a demonstration in 
conjunction with Skilsaw, Inc., on 
June 27 and 28 for the Contractors’ 
Association of Pennsylvania. The 
application, operation and features 
of various portable tools of Skilsaw 
were shown and demonstrated. 
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- Engineers industrial show held recently at the Springfield auditorium. 
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Use your “Reason 
Why” Book regular- 


soe eenere @egae a 












ly — It may suggest 
sales that otherwise 


) 













might not be made. 





ODGE distributors and their salesmen find the 


answers to many power transmitting problems 











in the Dodge "Reason Why" Book .. . It contains 
the salient features of Dodge products besides 
pertinent material necessary in selling power 
transmission equipment ... This "sales tool” is de- 
signed to "work with" the men on the firing-line... 
This book proves there is added value in the name 


Dodge and is a powerful aid to profitable sales. 
DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U. S. A. 


SA 
THERE 18S ADDED VALUE IN THE NAME DODGE 
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Bi leea, 


INDUSTRIAL 


LUBRICATING EQUIPMENT 


Lincoln products, policy and profits appeal to the 
selected distributors who are featuring Lincoln’s 
complete line of lubricating equipment for indus- 
trial service. ! 

The volume on this major line grows greater , adel Sose 
every year. More and more, Lincoln Lubricating 
Equipment is being used in factories, mills, mines, 
roundhouses, on contractors’ equipment, on 
farm implements, in the oil fields, and in many 
other places by those who realize the impor- 
tance of utilizing the best equipment for lu- 
bricating bearings, and other moving parts. Model 2000 AIRLINE LUBRI- 
@ The complete Lincoln industrial line (shown in ——— GUN (shown above) is designed 
Catalog No. 60) includes KLEENSEAL and Button for dispensing lubricant from a 
Head Fittings in all types and sizes, in addition to : stationary central source. This 
ones eee mate gpg my pene ing from unit pumps directly from an 
small hand guns to a full line of heavy-duty units a original refinery drum, and will 
operated by electric motor or compressed air. Many — handle anything fromlight fluid 
models are available for dispensing the lubricant : to heavy fibrous lubricants. 
direct from the 25 lb... 100 Ib. . . or 400 Ib. drum. 


LINCOLN 
FLEX-O-MATIC 


LINCOLN FLEX-O-MATIC Lubricating 
Systems are now available in three general 


es anually Operated, Semi-Auto- - S 
A few of the many types of hand operated — ee ito a Lincoln KLEENSEAL and Button Head Fit- 


Lincoln Grease Guns one shown above. The ustrated and described in Catalog No. 65. tings in all types and sizes are available for 
complete line is shown in Catalog No. 60. replacement and modernization needs. 


LINCOLN ENGINEERING COMPANY 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT 
GENERAL OFFICES, ST. LOUIS, MO. FACTORIES: ST. LOUIS, MO., DETROIT, MICH. 
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DOLLAR VALUE, AVERAGE ORDER 


ORDERS PER WORKING DAY 
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Another upward movement in the MILL SUPPLIES Sales Indicator 
reflected the industry’s May business. The chart bounced from 
April’s 76. to 79.2. Best gains were produced in the Southern and 
Western groups of states. Little change was recorded in the trend 


of total orders or dollar value per order. 
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BETHLEHEM STEEL COMPANY, Genero! Offices: Bethlehem, Pa. District Offices: Albany, Atlanta, Baltimore, Boston, Buffalo, Chicago, Cincin- 
nati, Cleveland, Columbus, Dallas, Detroit, Honoluly, Houston, Indianapolis, Johnstown, Pa., Kansas City, Mo., Los Angeles, Milwaukee, Nash- 
ville, New Haven, New York, Philadelphia, Pittsburgh, Portland, Ore., St. Lovis, St. Paul, Salt Lake City, San Antonio, San Francisco, Savan- 
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Read This 
Actual Case History of 
What One Salesman Selling 


Allis-Chalmers Pumps Has 
Done! GET ON THE BAND- 
WAGON! Sell The Line That's 
Easy to Sell...the Complete 
Line..the Line that Means 
Bigger Profits for 
YOU 


Aggressive advertising like this 
makes your selling job easier! 
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WRITE FOR 


THESE VALUABLE 
FREE BOOKS 





Wheelbat rows 
Scrapers 
ote 





Without any charge or obligation 
we will send you a copy of these 
interesting catalogs. They illustrate 
and describe hundreds of hand, plat- 
form and _ lift-jack trucks, casters, 
wheelbarrows, etc.—a type and size 
for every purpose. 


These are not just catalogs, but 
tell how to reduce installation costs, 
state the type of equipment that will 
handle different products most eco- 
nomically and give much other val- 
uable information. 


No dealer can afford to be without 
these large catalogs and our price 
lists. Send for them today, stating 
whether you are interested in hand 
trucks, platform trucks, casters or 
wheelbarrows. 


: 
| 


The Fairbanks Company | 


Hand Trucks, Wheelbarrows, Dart Unions and Valves 
Executive Offices: 


19 East 4th St. New York, N. Y. 


Boston, Pittsburgh * Distributors in Principal Cities 
Factories: Binghamton, N. Y. Rome, Ga. 








Manufacturer's representatives talk things 

over at the recent White Supply Co., 

show in Waterbury, Conn. Left to right 

are: Frank Treiber, Clark Bros. Bolt Co.; 

Chet Wallace, Graton & Knight; Dick 

Modig, Holo-Krome, and Frank Kall of 
Eagle Belt Lacer 


White Supply Holds 
Industrial Exhibit 


When a firm is four years old 
and has doubled its business twice 
in two years it’s time to celebrate. 
The White Supply Co., in Water- 
bury, Conn., has done just this and 
during June 13, 14 and 15, staged 
an industrial show that was a credit 
to the organization. The _ show, 
well-handled from start to finish 
drew buyers and plant men from 
surrounding industries. Four of the 
nearby plants arranged to send 267 
apprentice boys in to look over the 
exhibits and gain some practical 
pointers on the latest developments 
in various types of industrial equip- 
ment. 

The show, held in their new quar- 
ters which were recently enlarged 
because business has grown to such 
an extent that expansion was neces- 
sary, presented a display of some 
28 exhibits with manufacturers’ rep- 
resentatives on hand to explain their 
products and keep the visitors in- 
terested. 

As each person entered, and there 
were a-plenty visiting, he was 
registered and indicated on his 
registration card just what lines or 
items he was interested in. Later 
on salesmen calling on these men, 
can be sure of hitting the nail on the 
head because they know definitely 
just what the prospect or customer 
is interested in. By registering, the 
visitor had a chance of winning any 
one of 50 prizes to be awarded at 
the end of the show. Refreshments 
were served during all hours. 

One of the most interesting ex- 
hibits was a color movie showing 
the manufacturing process in back 
of Norton abrasives. 

The firm which specializes on all 
kinds of industrial and metal-cut- 
ting tools has four outside men call- 
ing on plants in the Naugatuck 
valley of Connecticut. A two-way 
teletype machine recently installed 
makes it possible to enter orders 
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| U. S. Patents, 2,046,343, 2,046,837, 2,046,839, 2,082,085, 
2,084,078, 2,084,079, 2,090,338, 2,046,840. 
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tunning away? 


ee . ; : 
Above is just one of the catchy captions and stopping 





illustrations that is driving home—via leading trade 
publications—the Belmont story to 100,000 packing 
buyers every month. 
packings step costly power leaks . 


Terse copy tells how Belmont 
. . SELLS buyers 


on the advantages of using BELMONT! 









High-Pressure Asbestos 
Packing—Belmont 30 


Made from closely 
woven asbestos 
cloth trictioned 
with a heat-resist- 
ing rubber com- 
pound. The center 
, asbestos block is 
made by folding 
the cloth upon it- 
self. The rubber cushion is com- 
pounded to remain resilient when 
subjected to extreme tempera- 
tures. Always furnished lubri- 
cated and graphited unless other- 
wise specified. Rubber cushion 
supplied on all packing space sizes 
from yy” upward; smaller sixes 
without rubber cushion. 





Square Braided Asbestos 
Packing—Belmont 754 


Made of Long Fibre Asbestos 
Yarn, with a fine copper wire 
twisted with each strand. 

Braided square in the same 

manner as in 
braided flax pack- 
ings, Each strand 
of metallic yarn 
is lubricated and 
gtaphited, result- 
ingina thoroughly 
lubricated finfshed 





packing. which 
avoids possibility 
of hardening in 
service. 


i 
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But that isn’t all! BELMONT coopera- 
tion includes many other features, such 
as the new catalog, picturing the entire 
BELMONT line and recommending 
packings for every type of service . 

The BELMONT sample kit—that every 
salesman should always carry with him— 
puts BELMONT quality right before the 
buyer’s eyes The BELMONT 
folders, each relating to a specific serv- 
ice, that cut valuable hours from both 
yours and the buyer’s time . The 
BELMONT name, backed by almost 50 
years of meritorious service in the field. 
When you sell BELMONT packings, 
you're selling the finest raw materials 

. the efforts of skilled craftsmen . . 

the most modern manufacturing methods 


in short—QUALITY! ! 


A few choice territories are still open. 
Write today. 


There’s a Belmont Packing for Every Service 


BELMONT 


Packings 


The Belmont Packing & Rubber Co. 


Butler and Sepviva Sts., Philadelphia, Pa. 
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Snapped during a quiet moment at the in- 
dustrial show of White Supply Co., Water- 
bury, Conn., William C. White, president 
of the firm sits before the company's im- 
pressive display of Bunting bushings 


for special materials at the factory 
the day White Supply receives the 
order. The company has just added 
factory and office furniture to its 
line of supplies and equipment. 

The White Supply Co. is White 
through and through. William L. 
White is the executive head of the 
business. Mrs. White has been sec- 
retary of the firm for a number of 
years and their son Linford C. White 
treasurer and purchasing agent. 
The younger White is assisted by 
his wife as well. 


“Under Big Tent" Had 
New Meaning on This Job 


It’s considerably more than stone’s 
throw from winter now; neverthe- 
less, the use of tents as a protection 
offers new sales possibilities for dis- 
tributors selling the construction in- 
dustry in “cold countries.” 

After the pit was dug for the 
foundation and basement of the new 
building erected by the Minnesota 
Mining and Manufacturing Co., St. 
Paul, at a cost of $350,000, a tent 
was put into use to shelter construc- 
tion operations. 

The tent contained 52,938 sq. ft. 
of canvas, which was held in place 
by 33,600 ft. of half-inch rope, raised 
and lowered through 150 sets of 
blocks and tackles. This arrangement 
permitted raising the tent as the 
different floors were constructed. 
This protection plus heat provided 
by large steam units enabled the 
contractor to maintain a temperature 
of around 70 deg. Fahrenheit, 
which permitted concrete pouring 
and curing operations. 


New Catalog Released 


A new general catalog is being dis- 


| tributed to the trade by Housh Indus- 
| trial Supplies, Inc., Evansville, Ind. 
| New lines recently taken on include 


| 


Lincoln Grease Guns and fittings and 
Refinite water softeners. 










































HE big reason why Goodyear 

distributors can—and do— 
outstrip the field in conveyor 
belt sales is that Goodyear Con- 
veyor Belts out-perform other 
makes on all kinds of jobs, often 
by amazing margins. 


For example, the belt shown at 
the right—the main raw coal con- 
veyor in the mammoth St. Nich- 
olas Breaker of The Philadelphia 
and Reading Coal and Iron Com- 
pany — has just been replaced 
after carrying 33,585,155 TONS 
of anthracite — the largest re- 
corded tonnage ever handled by 
a single conveyor belt! Needless 
to say, it was replaced with an- 
other Goodyear. 


THE GREATEST NAME 


BELTS 
MOLDED GOODS 
HOSE 
PACKING 


Made by the mak 
Goodyear Tire 


It Carried 33,585,155 
TONS of COAL 


—a new world’s record that will help ALL Goodyear 
Distributors sell more conveyor belts! 





On another large installation a 
Goodyear Belt has approached 
the thirty million ton mark — 
while the best of several com- 
petitive belts on the same job 
failed at twelve million tons. 
Records like these, and they are 
many, give Goodyear distribu- 
tors the inside track on the big 
footage, big volume conveyor 
jobs. 


My fill | 
Uj} = Wl 


Pian 
If you are not a Goodyear dis- 
tributor, why not find out if your 
territory is open? The oppor- 
tunity for extra profit is well 
worth investigating. Write Me- 
chanical Goods Sales Depart- 
ment, Goodyear, Akron, Ohio, 
or Los Angeles, California. 


GRAY! 


MILL SUPPLIES @ JULY 1938 


te Sails eal 
YAR WAY 
IMPULSE 
STEAM TRAP 


0 


> ss 


R 





Engineering Excel- 
lence Made Yarway 
the Trap Leader in 
Supply House Sales. 


YARNALL-WARING COMPANY 
Mermaid Place, Philadelphia 














DISTRIBUTORS AGAIN RELAX 


ON WENDELL 


Thirteen! Count ‘em! 


CLARK'S ISLE 





Here they are—the whole gang of Chicago distributors who dis- 


ported themselves on Wendell Clark's Island. Erect, left to right—Wendell Clark, Art 
Olson, Harry Barrett, Ed Nelson, Creig Douglas, Charlie Shaw, Fred Copeland. Crouch- 
ing—Ben Paulsen, Oscar Iber, Sam Clark, Carl Channon, Bob Wallace, Joe Badalli 





“A great time was had by all” 
was the unanimous verdict of 
twelve members of the Chicago 
Mill Supply Club when they re- 
turned recently from their annual 
outing as Wendell Clark’s (Sam- 
uel Harris and Company) guests 
at his island in Chain O’ Lakes, 
Wisconsin. 

Boating, fishing, hikes, good 
eats and general sociability kept 
the “delegates” plenty busy. Ed 
Nelson, Art Olson and Charlie 
Shaw were the principal fishing 
enthusiasts. Ed’s catch was the 
finest but even that wasn’t big 
enough to be a “keeper.” 

Those in the party were Wen- 
dell and Sam Clark, Samuel Har- 
ris and Company; Art Olson, 
Charles H. Besly and Company; 
Harry Barrett, Barrett-Christie 
Company; Ed Nelson, W. D. Al- 
len Manufacturing Company; 
Fred Copeland and Creig Doug- 
las, H. Channon Company; Char- 
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We don't know just 
what kind of a stunt 
Harry Barrett and the 
barefoot boy, Oscar 
Iber, were putting on, 
but they were receiving 
plenty of helpful kibitz- 
ing from Ed Nelson, 
Carl Channon, Ben Paul- 
sen and Creig Douglas 


lie Shaw, Barrett Hardware Com- 
pany (Joliet); Ben Paulsen, B. R. 
Paulsen and Company; Oscar Iber, 
O. Iber Company; Carl Channon, 
Great Lakes Supply Corporation; 
Bob Wallace, Wm. Wallace and 
Sons, and Joe Badalli, Standard 
Equipment and Supply Corpora- 
tion (Hammond, Indiana.) 





“a j 4 
Looks like they're performing a tonsil op- 
eration on Charlie Shaw. Carl Channon 
is the “doctor” and he's backed up by 
that other conspirator, Oscar Iber 
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H GAUGE GLASS 
ANNOUNCEMENT 


fhat means 
Fusiness 


NEW PYREX BROAD RED 


“*PYREX"” is a registered trademark and indicates 
manufacture by Corning Glass Works. 


















Tue new ‘‘Pyrex’’ Broad Red Line Gauge Glass 

means more business for every gauge glass dealer 

who stocks it. It fulfills very definite needs which no 
gauge glass in the past has ever been able to meet. 

To the user it means—easier reading qualities—from every 
angle the broader red line increases visibility of the fluid 
level. More efficient illumination—the transparent red line, fused 
permanently into the wall of the gauge glass itself can be illum- 

inated from the rear. Greater safety—because it is easier to see 
fluid levels at a glance at greater distances. Dependability, long life 
and precision—because it retains all the features of prior ‘‘Pyrex’’ 

Gauge Glasses—machine drawn accuracy, resistance to heat and cold, 
chemical stability and maximum visibility. 

To YOU, the dealer, these qualities mean easier sales and better satisfied cus- 
tomers. In addition you have the advantage of being able to offer the new 

Broad Red Line Gauge Glass, not only in all standard sizes, but in odd lengths 
which you can cut from stock with the usual type of gauge glass cutter. 

Write for Free Sample and Price List. 


ICXGAUGE GLASSES 


mM CORNING GLASS WORKS, CORNING, 1. ¥. 





FROM ANY ANGLE EFFICIENT ILLUMINATION CUTTING ODD LENGTHS 
It is easier to read. The broad red line makes Visibility is further increased by illuminat- Now youcan furnish odd! engths cutfrom 
visibility ofthe fluid level greater from ing the transparent red line from the rear. stock for that occasional“ pick-up’ order. 
every angle. Cutting instructions make it possible. 
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DEALERS: Are you securing 


your share of the thriving de- 
mand for V- belt drives? 


OU can do so with Rock- 

wood’s complete line of V- 
belts and V-sheaves—supported 
by Rockwood’s unequalled 
dealer service. The name Rock- 
wood has been well and favor- 
ably known to your customers 
for over 50 years because of the 
dependable engineering and 
quick service established for 
Rockwood Paper Pulleys and 
Rockwood pivoted-motor Drives. 

The Rockwood V-belt line 
has the same superiority—sound 
engineering design based on 
broadest practical experience— 
and the same quick, dependable 
service on deliveries. 


Rockwood pre-shrunk 
The Rockwood V-belt line B | F | ck y- b e | ts 
includes both single and multi- ——d 


ple groove drives—from small fractional horse power replacement belts to 
the largest industrial drives. The Rockwood dealer is the leading dealer in 
replacement V-belts for household and fractional industrial units. He can 
supply the complete range of industrial drives. His customers will be pleased 
with the superior service they receive from Rockwood Black pre-shrunk 
V-belts—made to Rockwood’s specification by the largest manufacturer of 
rubber V-belts in the world. 

FOR DEALERS Rockwood provides the same invaluable system of warehouse stocks 
of V-belts and sheaves in all large cities as it does on Rockwood Paper Pulleys. At 
Indianapolis the stocks of Rockwood V-belts 
and sheaves are enormous. You can ship 
from the factory or nearest warehouse stock. 
Better still if the Rockwood line or any part 
of it is not represented by a reputable dealer 
in your town, there may be an attractive open 
ing for you. 

The advantage to dealers of Rockwood's 
complete line are too numerous to cover in 
this advertisement. We seek the opportunity 
of presenting our case. If you are interested 
in stocking Rockwood Paper Pulleys, pivoted 
motor bases or Rockwood V-belt drives, write 
for our dealer proposition. 





Rockwood Manufacturing Co. Roctwoods three fine 
1800 Enelish Ave Indiz lis. Indi books on V-belt drives 
“ng 1S venue, in 1anapo 1s, indiana are considered by dealers 
as the most practical and 
usable of all V-belt data 
books. They make it easy 
to figure drives, name 
prices and determine 
proper replacement V- 
belts to use. Your V-belt 
department will want— 
and use them. 
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Well-known in Texas to the mill supply 

field is C. A. Borton, treasurer of Texas 

Belting Co., Houston, who has been with 
the firm for many years 


New District Manager 
For E. L. Blake Co. 


In a recent bulletin sent out to its 
customers, the E. L. Blake Co., 
Boise, Idaho announced the appoint- 
ment of Vance Forcade as district 
manager of its branch office in Cal- 
gary, Alberta, Canada. 

With offices in Denver, Colo., Shel- 
by, Montana and Tulsa, Okla., the 
company specializes in oil well sup- 
plies and refining and mining equip- 
ment. 


Advantages Seen in 
Welded Car Construction 


Cars now being manufactured by 
the Pullman-Standard Car Mfg. Co., 
Chicago, are of welded construction 
and a definite trend toward all-weld 
construction in other fields as well 
is indicated. 

Advantages claimed for this new 
method are lighter weight, increased 
strength, a smoother surface and 
low maintenance cost. 


New Officers 
for Greene, Tweed 


New officers of Greene, Tweed & 
Co., New York City, were elected at 
a recent director’s meeting. F. J. 
Demarest is the newly elected presi- 
dent with H. G. Russell as treasurer 
and general manager. J. A. McKeon 
remains as vice-president and H. A. 
Erwood as secretary. 


Johnston Co. Meets 


The William T. Johnston Co., Cin- 
cinnati, Ohio held a meeting and 
dinner at the Cincinnati Club re- 
cently. Eighteen of the firm’s staff 
attended, the subject for discussion 
being V-belts. 
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FoR PHOSPHORUS 
; POISONING 


JULY 
ADVERTISEMENT 
APPEARING. IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 
Iron Age 
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Western Construction News 


WICKWIRE SPENCER line of Wire 
Rope is complete . . . standard as well as Wisscolay Preformed Rope . 
a definite size and kind of rope for every purpose. There is no “don’t 
carry it” for the Wickwire Spencer Distributor. He can satisfy every 
inquiry. Write today for the Wickwire Spencer distributor’s plan. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 


Worcester - Chicago - Buffalo - San Francisco 
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THESE WINDOW DISPLAYS HELP SELL 
INDUSTRIAL SUPPLIES 








Scan Th ser ST ee ale ee oe re 
Bonus Values | 
You Now Offer In} | 
DIETZ | 
STREAMLINE | 
LANTERNS 


Tue Bonus Values which 
you now sell in Dietz Red 
Lanterns represent improve- 
ments which are particularly | 
useful to contractors. 





The extra width of the im- These life-like dummies almost put Charlie McCarthy to shame and do much to 
proved oil fount makes the add to the effectiveness of this display of H. Channon Co., Chicago 
lanterns extraordinarily sta- 
ble and not likely to tip over 
when placed on rough 
ground. Other features are 
the unique Pivot Bail, High 
Efficiency burner, Storm- 
proof Top and fine Grade A 
Charcoal Tin Coating in new 
bright finish—and good 
looks beyond anything ever 
seen before in Kerosene lan- 
terns. 


You can sell more Dietz Lan- 
terns now. 


HIGHEST QUALITY 
TORCHES — TOO 


a Ae ee Sa 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 











Known for their attractive windows is Maddock & Co., Philadelphia, whose display 
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| at this time featured Yankee tools, a North Bros. Mfg. Co. product 
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4,300,000 


hard-hitting, straight-selling J & L advertising messages 


will be directed to steel users during 1938 





These are your sales-building 
partners—helping you to get 
more business when you handle 


Jal STEEL PRODUCTS 


Well-directed messages in approximately 40 business, 
trade and technical journals are telling buyers every- 
where of the advantages and extra features of J & L 
Steel Products. These advertisements are profit-making 
allies of yours when you handle J & L Steel. They pub- 
licize the value of J & L Products, line up new custom- 
ers for you and remind old ones of the advantages that 
come from using J & L Steel. 

You can cash in on this extensive publicity by stock- 
ing and featuring the J & L Steel items listed here. In 
addition, you can be certain that you are giving your 
customers the right kind of steel products—steel that 
gives them lasting satisfaction, and low fabricating 
costs—thkus assuring you of increased repeat business. 

Stock up on J & L Steel Products, and make this 
year a better year for you—the J & L way! 


For greater customer satisfaction and repeat business, 
i cmene mene stock and sell these J & L items. 
FINE’. CARBON STEELS FOR SEAMLESS STEEL BOILER TUBES «+ 
a a SEAMLESS AND WELDED STANDARD 

PIPE +» COLD FINISHED SHAFTING «+ 
COLD FINISHED BARS AND SHAPES + 
HOT ROLLED BARS, SHAPES AND 
PLATES « FLAT GALVANIZED SHEETS 
AND GALVANIZED ROOFING AND 
SIDING « NAILS AND WIRE PRODUCTS 


JONES & LAUGHLIN STEEL CORPORATION 


Amtnmican Inonw awo Stect WORKS 


PITTSBURGH, PENNSYLVANIA 





The DIXON (Course in 
“COUPLING-OLOGY 


Written in the Hope of Being Helpful 
to Salesmen of Industrial Hose 





LESSON No. 3—WHY IT PAYS TO USE COUPLINGS OF GOOD 
QUALITY, REGARDLESS OF THE SERVICE INVOLVED 


on users of industrial hose take the attitude that any Coupling 
will do for ordinary working conditions, but that the best is 
none too good for the more severe types of service. The error of 
this reasoning lies in the fact that the very elements in a coupling 
of good quality that indicate its use under difficult conditions, will 
prove equally advantageous for the milder types of service. In 
longer life and service for the hose, and complete freedom from 
hose and coupling troubles, the use of Couplings of known quality 


for any service will more than compensate for a possible slight 
difference in cost. 


No clearer demonstration of this can be found than in the use of the 


“GJ-BOSS” 
GROUND JOINT 
FEMALE COUPLING 
Style X-34 


The “GJ-BOSS” has established an entirely 
new standard for high quality couplings for 
every type of service. Instead of a washer, 
this coupling has a _ perfectly designed 
ground-joint union between stem and spud. 
A copper insert in the spud fits the accurately 
machined rounded head of the stem, form- 
ing a soft-to-hard metal seal that remains 
absolutely leak-proof regardless of wear. 


You can recommend “GJ-BOSS” couplings 
with complete assurance that no matter what 
the service, they will give the utmost in 
safety, convenience, long life and economy. 
For complete descriptions of “GJ-BOSS” 
Female Style X-34; “BOSS” Regular Washer 
Type Style W-16; and Companion Male 
Coupling Style MX-16, see List 1035-X. 





DIXON Products are never sold direct to consumers. 


DIXON 


VALVE & COUPLING CO. 
MAIN OFFICE AND FACTORY . PHILADELPHIA 


Branches in Los Angeles and Houston 
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"Sho' nuf," 
Dixie way. 
Harry P.. Leu company in Orlando, Fla. 


southern belles from down 
Here are the ladies of the 


They are: (left to right) Miss Carrie 

Bruner, bookkeeper; Mrs. Leroy Keith, 

cashier; Mrs. Hines, inventory clerk; Miss 

Laura Simonet, stenographer, and Miss 
Rose Allen, assistant cashier 





Two New Members of 
Harry P. Leu, Inc. 


Recent additions to the staff of 
Harry P. Leu, Inc., Orlando, Fla., 
include Bernard H. Britton in 
charge of prices and K. W. Bremer 
who will be in charge of order ad- 
vertising and circulation of sales 
promotion material. 

Mr. Britton was formerly con- 
nected with the J. G. Christopher 
Co. of Jacksonville and Mr. Bremer 
was a former representative of A. 
B. Dick & Co. 

The Leu company is now prepar- 
ing to build a steel-concrete ware- 
house approximately 100 ft. square 
to handle its expanding stock. 

A recent sales meeting was at- 
tended by the office and store sales- 
men who gained experience and 
information on V-belt drives from 
Roy Burton, representative of the 
Browning Mfg. Co. 

A “fisherman’s rule” which can 
double the length of your catch is 
being used as a piece of mirth pro- 
voking sales promotion literature by 
the firm. 


Allegheny Steel Exhibits 
At Rockefeller Center 


As a new recovery move, Alleghe- 
ny Steel Co. and Ludlum Steel Co., 
two of the country’s leading special- 
ists in the field of alloy steels, are 
cooperating with the New York Mu- 
seum of Science and Industry in 
presenting at the Museum, Rocke- 
feller Center, a new exhibit known 
as “Steels of Today and Tomorrow”. 

The purpose of the exhibit is to 
show to the public the many new 
and expanding uses of steel and to 
forecast some of the expected de- 
velopments that offer splendid op- 
portunities for stimulating recovery. 





if 7 | 


WHEN YOU SAY YOU’RE FROM YALE 


Yes sir, the going's certainly a lot easier when you mention that you're the YALE dis- 
tributor. The natural result of the millions of dollars spent by YALE to build consumer 


acceptance. 


Every month in the year folders—broadsides—catalogues and special mailing pieces 
keep pounding home the name YALE. Every month full page magazine advertisements 
in leading trade publications broadcast the advantages of YALE Chain Hoists—urge 


industrial buyers to buy only from distributors. 


YALE advertising is YOUR advertising—because YALE Chain Hoists are sold only 
through distribution. Take advantage of this. Get out in the field and tell industrial 
buyers that you handle the YALE line. Point out the many advantages of YALE 
Chain Hoists. The safety features they incorporate—the efficiency they promote— 


the money they will save. 


You've got the story. Just tell it—AND YOU'LL SELL! 


“YALE MARKED IS YALE MADE” 
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WITH THIS 


II A DOUBLE HEADER 
os Oo) 
U.S. DRILLS 


A® amazingly efficient duo which can do a lot in bringing up your 








sales volume . . . Model No. 68 Grinder and Model No. 500 
Grinder slash costs . . . speed up production . . . bring new highs in 
efficiency and new lows in thrift operation . . . just what interests 


most plants today. 


U.S. MODEL NO. 68 
GRINDER 


Constant speed increase for all 
wheel diameters as wheel 
wears down. 


Constant rate of cutting. 


Heavy four bearing spindles. 





Enclosed, sealed ball bearings. 
Ease of belt adjustments. 


MAY WE SEND—beauti- 
fully detailed circulars 
about these grinders? 


Low maintenance costs. 
Smooth, trim lines. 


Built-in accuracy. 





THE 6-POINT CERTIFIED U.S. DISTRIBUTOR PLAN 


1. Full Line 4. Protection 
2. Super-quality 5. Good Profit 
3. Economical Price 6. Sales Aid 








U.S. MODEL NO. 500 
GRINDER 


Polyphase totally enclosed motor. 


No dust, dirt or abrasives can reach bear- 
ings, motor windings or rotor. 


Anti-friction bearings, permanently lubri- 
cated, totally enclosed. 


Wheel guards adjustable to wheel wear. 


Push button starter with overload protec- 
tion. 


A quality product at an 
amazingly new low price. 















THE UNITED STATES *“g=y* ELECTRICAL TOOL CO. 


2 
4 = ) _— 
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Fred Scholl (left) Long Island Hardware 
Co., is about to receive a set of matched 
woods won in a raffle at the second golf 
outing of the Hardware Trade Associa- 
tion of New York. Bob Doti (standing), 
Igoe Bros., chairman of the affair is 
happily giving Fred his prize as Ed Nor- 
vell, secretary of the Association smilingly 
looks on 


Hardware Trade Club 
Has Kickers’ Tournament 


A “kickers’ tournament” involving 
most of the members of the Hard- 
ware Trade Association of New 
York who took the day off on Tues- 
day, June 14, and had a heavy work- 
out for a large assortment of prizes 
at the St. Albans Golf Club in Long 
Island, was greatly enjoyed by all. 

Bob Doti, Igoe Bros. heading the 
entertainment committee, arranged a 
very attractive program including 
golf all day and dinner in the even- 
ing at the club. 

In this tournament a blind par 
between 70 and 80 was named and 
after the scores had been tallied the 
judges emerged with six winners. 
They were Nathan Brumberg, Rob- 
ert L. Doti (Igoe Bros.), Milton 
Harriman (American Steel & Wire), 
F. W. Quail, James Beekman, 
(Pittsburgh Steel) and William 
Rave, (Russell, Burdsall & Ward 
Bolt and Uut Co.). Guest prize went 
to Fred Koetzle of Kaspar & Koet- 
zle, Brooklyn. 

A set of matched woods was 
raffled off during dinner and won 
by Fred Scholl of Long Island Hard- 
ware Co. 

Joseph V. Loscalzo, assistant dis- 
trict attorney for New York was a 
guest of the association at dinner. 


Salt Lake Hardware 
Adds Two New Men 


Salt Lake Hardware Co., Salt 
Lake City, Utah has added Arnold 
Behrens and Erwin Stewart to its 
organization. Mr. Behrens was for- 
merly connected with the Ford 
Motor Co. and Mr. Stewart comes 
from the Intermountain Electric Co. 

This firm recently did some neat 
sales promotion work in the form 
of a Pyrene faetory fire fighting dem- 
onstration in cooperation with the 
Salt Lake City fire department. 








TRU-LAY wire rope has these superior qual- 
ities because it is preformed. Being preformed 
every wire and every strand in TRU-LAY is 
relaxed, at ease, free to bend and work as it 
should. For many operators any one of 
TRU-LAY’s several points of merit is more 
than enough to justify its specification. Put 
them all together and you have a rope that 
gives greater dollar value. 


AMERICAN CABLE DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, 
New York, Philadelphia, Pittsburgh, Houston, San Francisco 


ha Buy ACCO aQuatity 


A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains ¢ Welded and Weldless 
Chain ¢ Malleable Castings ¢ Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope e Tru-Loc Proc- 
cessed Fittings ¢ Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery © Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists « Trolleys 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence Wire and Rod Products 
Traffic Tape ¢ Welding Wire 
READING-PRATT & CADY DIVISION 
Valves e¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists « Electric Hoists and Cranes 


TRU-LAY WIRE ROPE 


* ALL AMERICAN CABLE DIVISION ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE FMERALD STRAND 
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COOLED 


Compressors 


Gardner-Denver 
Duplex Single Stage 
Compressor 





“A market right at our doorstep” 


“We don’t have to spend time in hunting buyers for 
Gardner-Denver Air-Cooled Compressors. The list 
of uses for compressors of this type is almost endless. 
And Gardner-Denver, with its complete line, gives 
us a firm grip on this established, growing market.” 


“Gardner-Denver gives buyers what they want” 


““Gardner-Denver Air-Cooled Compressors stand out 
in any comparison. They deliver the extra quality that 
means a quick sale. They have outstanding features 
such as special alloy cylinders, extra large fin type 
intercoolers—controlled lubrication.” 


“Of course the Gardner-Denver name helps us sell” 


“It's a big advantage, too, to sell products made by 
Gardner-Denver. That name immediately inspires 
confidence on the part of the buyer . . . makes our 
selling job easier.” 


“Our relations with Gardner-Denver are right” 

““Gardner-Denver'’s distribution policy is fair. It gives 
us a real chance to build up our sales and profits 
with these better Gardner-Denver Air-Cooled Com- 


You will find that Gardner-Denver Air-Cooled Compres- 
sors open the door to new opportunities in developing 
business. Let us give you complete information about our 
products and proposition—the facts are yours for the ask- 
ing. Gardner-Denver Company, Quincy, Illinois. 





Gardner-Denver 
Two-Stage “V’’ Type 
ADR Compressor 


Ss eS 
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William P. Bridges (Buhl Sons, Detroit), 
and the Mrs. look over the famed Morro 
Castle on a recent trip to Havana 





Chapple to Manage 
Lincoln Electric Subsidiary 


The Lincoln Electric Co., manu- 
facturer of arc welding equipment, 
Cleveland, Ohio, announces the ap- 
pointment of J. M. Chapple as man- 
aging director of the new manufac- 
turing subsidiary, Lincoln Electric 
Company Pty., Ltd., recently es- 
tablished at Alexandria, (Sydney) 
Australia, by J. F. Lincoln, presi- 
dent of the company. A factory 
building has been purchased which 
will manufacture, are welding ma- 
chines, electrodes and accessories. 
Mr. Chapple will be in charge of 
manufacturing, sales and advertis- 
ing of the new company. 

Although a newcomer to The Lin- 
coln Electric Company, Mr. Chapple 
is a veteran in the welding indus- 
try, particularly abroad. For 13 
years he has been associated with 
Armco International Corp., most of 
that time in foreign service. 


Recession Survey Proves 
Inventories Not Sole Cause 


That inventories were not the 
prime cause of the recession, even 
though their accumulation during 
the summer of 1937 did much to 
accelerate the sharp break in sales 
in the fall, is one of the important 
findings of the business trend sur- 
vey recently completed by Dun & 
Bradstreet Research & Statistical 
Division. This survey is based on 
the contributed experiences of some 
40,000 concerns whose dollar sales 
volume totalled more than 20 per 
cent of the nation’s business. No 
one cause can be pointed out in the 
evidence of the survey as the ini- 
tiating force of the recession, al- 
though several factors are segre- 
gated as contributing agents. 

The survey, now complete, offers 
four months of intensive research 
work by Dun & Bradstreet and sov- 
ers the three year period of 1935, 
1936, and 1937. 








INTO THE FUTURE 2 











OR over ninety-two years—since the start of the business in 1845— 

R B & W has continually progressed in the development of increased 
plant and equipment, improved workmanship and production, better qual- 
ity and service. 


Today, as in the past, R B & W is still looking ahead and preparing to 
better meet all demands for threaded fastenings. The rolling mill shown 
above is now being completed in our Port Chester plant to assure better 


control of our raw stock. Thousands of dollars worth of other new equip- 
ment such as furnaces, headers, threaders, trimmers, slotters, etc., has 
F iv ) R F also been added to this and our other plants during the past year. 


Through bad times and good, traditional policies of confidence and pro- 
gressiveness have ever kept EMPIRE Bolts, Nuts and Rivets the standard 
of excellence. This means that R B & W believes in American Industry— 


that now, as always, we are looking ahead into the future. 





RUSSELL. BURDSALL & WARD 
BOLT AND NUT COMPANY 








CONTINUED: LEADERSHIP 


. THROUGH IMPROVED METHODS 


Nearly a century devoted to the 
making of bolts and nuts has given 
all R B & W products the benefit of that 
intensely valuable and practical, yet invis- 
ible, element—experience. It takes more than 
good materials and skilled workmanship to achieve 
a position of leadership and to hold it for over ninety- 
two years. It takes control of the selection of raw mate- 
rials, unswerving adherence to high standards of practice in 
production, fair dealing with customers, sound policies 
underlying operation and management. Experience is 
reflected in R B & W products because it has been 
handed down from father to son, together with 
traditions and ideals which have won the 
enviable distinction of leadership with 
EMPIRE Brand Bolts, Nuts and Rivets. 


R B & W obtains greater mechan- 
ical accuracy on EMPIRE industrial 
fastenings due to controlled preparation 
of raw materials, specially designed auto- 
matic machinery, and other improved methods 
of manufacture . . . because, also, of the invaluable 
skill and interest of experienced craftsmen, the ma- 
jority of whom have been trained to R B & W precision 
and quality over a long period of years. EMPIRE headed 
and threaded products have exceptionally well finished 
heads, smooth bodies and clean threads—as well as ac- 
curacy in lead and pitch. Their use speeds produc- 
tion by assuring precision of assembly because 
they are uniform—strong—right. These are 
points that careful buyers specify and 
appreciate—they build a demand for 
EMPIRE industrial fastenings and 
create need for ample stocks. 


A Complete Line of 


Industrial Fastenings 


BOLTS: Carriage - Machine ° 
Lag ° Plow - Stove - Elevator - Step - 
Tap - Wheel & Rim - Battery - U-Bolts 
Tire - Automotive - Drilled - Faced - Special 
Heat Treated, etc. - NUTS: Cold Punched - 
Semi-Finished - Hot Pressed - Case Hardened - 
Slotted - Castle - Machine Screw - Marsden Lock - 
Low Sulphur - RIVETS: Standard - Tinners’ - Coopers’ 
Culvert - Clevis and Hinge Pins - SCREWS: Cap 
Machine - Hanger - Sheet Metal - Phillips Recessed 
Head - WASHERS: Plate - Burrs ‘ MATERIALS: Steels - 
Alloys - Non-ferrous Metals - Brass - Bronze - Ever- 
dur and others - RODS: Stove « Seat - Ladder - 
PLATED PARTS: Cadmium - Zinc - Chro- 
mium ° Nickel - Hot Galvanized « Cop- 
per * Tin - SPECIAL UPSET & 
PUNCHED PRODUCTS. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 
SALES OFFICES 

CHICAGO + PHILADELPHIA « SEATTLE + SAN FRANCISCO 

DETROIT - OENVER - PORTLAND LOS ANGELES 





U. S. Electrical Tool 


Announces New Lines $ 0) 
The United States Electrical Tool FIRST SALE 59 oa 
Co., Cincinnati, Ohio recently an- ee ee oe ee 


nounced several new lines and 


products for use in the industrial $ 45 
field. A complete new line of port- 
able surface grinders which operate | TOTAL SALE sate : | 4 or 
on 220 volts, three-phase, 60 cycle 
current was shown for the first time 
at the Foundry Show in Cleveland 
recently. These machines are used 
for heavy duty grinding giving 
lighter weight for capacity of tool. 
Also introduced, was a complete 
new line of high cycle portable 
grinders, drills and sanders operat- 
ing on 220 volts, three-phase, 180 
cycles all equipped with air-condi- 
tioning. A complete line of utility 
floor grinders known as model 500, 
ranging from 3 to 5 h.p. and a com- 
plete line of utility ball bearing 
buffers in sizes running from one 
to five horsepower were shown as 
well. A new model floor grinder, 
known as model 68, is manufactured 
in 7% up to 25 horsepower and is 
for use with either vitrified or high 
speed grinding wheels 20- to 30- 
inches in diameter. 


Markal Paint Stick 

Gaining Wide Usage ° 
Acconting to reper tom te | Repeat Orders Came Automatically 

Markal Co., Chicago, its “Stick-O- 

Paint” products are gaining wide- 


spread acceptance as standard | The photograph above tells a story that should 


marking equipment in iron and steel be of vital interest to every profit-wise dealer. 
mills, shipyards, railroads and fac- 


tories. | It shows an installation of Delta Drill Presses in 


These markers are made of real a Chicago plant. 
paint which is solidified by a special 


process into handy stick form. They | The first order was for only one 14” single- 
are made in two types, for hot and 


cold surfaces, and all markings are | spindle model at $59.80. 


sald to be fadeproof. But—a week later, this company ordered a four- 


spindle model at $344.80. Then followed a third 
order for another four-spindle machine and 
three 17” drill presses—amounting to $708.85. 


As a result of the first drill-press sale, the dealer 
sold a total of $1113.45 worth of machinery— 
and this customer will be in the market soon for 
more drill presses. 


The moral? Go out and get those first Delta 
Drill Press orders—no matter how small they 
are—and you will reap a golden harvest of 
All sales minded. And how could this repeat orders! 


group from the George D. Roper Corp., 
Rockford, Ill, pump manufacturer be 


* 
sweet eter esr Delta Manufacturing Co. 
son, sales engineer; R. R. Moog, sales 


department; J. P. Curtin, vice-president 632 E. Vienna Ave. 

and sales manager; "Cy" Edwards. ad- 

vertising department and J. A. Gaffney, ° ° 
assistant vice-president Milwaukee, Wis. 
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BARNES 


| 


LADES | 


Barnes “Service” Blades are as tough as a hippo’s hide. 
Carefully made from special alloy steel, they resist wear, 
won't break or strip their teeth. “Service” is especially 
recommended for heavy production schedules. 


As a matter of plain fact, every Barnes Blade is a good 
blade—as good as skilled craftsmen working with speci- 
fication steels can make them. Tested and inspected 
before they are boxed, the last blade is always as good 
as the one before. 


And there's a type for every metal cutting need. 
Stock Barnes Blades today! 


Let our representative in your territory help your sales- 
men solve your customers’ hack saw problems. That's 
the way to tie up business—and keep it tied! 


W. O. Barnes Co. Inc., Detroit, Michigan 
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Carl Hedner (left), Yale & Towne Mfg. 

Co. is debating whether to concede that 

three-foot putt to Jess Harlan, also of 
Yale & Towne. 


Industrial Supply Corp. 
Now Operating in Saginaw 


The Industrial Supply Corpora- 
tion, recently organized in Saginaw, 
Michigan, is now in full operation as 
a distributor of tools and factory 
supplies. 

The company plans call for han- 
dling only a limited number of lines, 
but a complete stock of each. At 
the present time, Industrial Supply 
is handling products of the follow- 
ing manufacturers: Morse Twist 
Drill and Machine Company, Nichol- 
son File Company, Allen Manufac- 
turing Company, Armstrong Broth- 
ers Tool Company, the American 
Saw and Manufacturing Company, 
and others. As time goes on and 
conditions permit, it is planned to 
add a few more lines, such as V- 
belt drives, belting, grinding wheels 
and portable electric tools, according 
to Hugh H. Lee, president. 

Following his schooling in me- 
chanical engineering, Mr. Lee spent 
about twelve years as a tool and 
machine designer and tool engineer 
in automotive plants in Michigan 
and Ohio and in other factories in 
Illinois, Pennsylvana and Ontario, 
Canada. He returned to Saginaw in 
1925 as assistant general manager of 
Koehler Brothers Iron Works, and 
in 1930 started his own business, 
the Hugh Lee Iron Works, for the 
manufacture of miscellaneous and 
ornamental iron and industrial iron 
work. About half of this company’s 
business consists of industrial iron 
work for plants in Saginaw, Flint 
and Bay City. This has brought 
Mr. Lee and his associates in the 
iron works in close contact with 
plant general managers, purchasing 
agents, chief engineers, maintenance 
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SOLID WEDGE 
STATIONARY SPINDLE TRAVELING SPINDLE 


Available in 125 Ib.—150 Ib. Available in 
200 Ib.—250 Ib.—300 Ib. Patterns | 125 Ib.—150 Ib. Patterns 


SOLID WEDGE 


Screwed or Flanged Screwed or Flanged 








HINK what it means to you whén we say “the Jenkins 
Bronze Gate line is complete”. No need to accept a valve 
style you don’t like. No need to adapt a valve to duty for 
which it was not designed. You pick the exact spindle, 
wedge, bonnet or end style to meet your service requirements. 


Our specification folder No. 181 gives construction details, 
sizes and patterns on the whole range of Jenkins Bronze Gates. 
It will be a help to you in selecting the right gate for each 
service. Write for your copy. 


JENKINS BROS., 80 White St., New York City; Bridgeport, Conn.; Boston; Chicago; 
Philadelphia; Atlanta; Houston. JENKINS BROS., Limited, Montreal; London, Eng. 
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IT PICK BRONZE GATES 


SPLIT WEDGE 
TRAVELING SPINDLE 
Available in 
125 lb.—150 Ib. Patterns 
Screwed or Flanged 

















gives you everything in bronze gate valves 
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A. SCHRADER’S SON, Dept. MS, Brooklyn, N. Y. 
Division of SCOVILL MANUFACTURING COMPANY, INCORPORATED 
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Schrader compressed air accessories, blow guns, press pneumatic 
safety control and hydraulic pressure gauges are in demand in 
practically every plant. Schrader’s new sales plan provides full 
protection for stocking distributors and at the same time allows a 
profitable margin for pick-up dealers. Write for full information. 


Schrader 


REG. U.S. PAT. OFF 
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superintendents and shop foremen 
and other employees. 

However, Mr. Lee states that the 
Hugh Lee Iron Works, of which 
he is sole owner, is not connected 
with The Industrial Supply Corpora- 
tion and will continue to operate as 
a separate organization. 

A. F. Schirmer, vice-president of 
Industrial Supply, who is sharing 
the company’s selling efforts with 
Mr. Lee, has had considerable sales 
experience. A graduate of the Uni- 
versity of Michigan in mechanical 
engineering, he was for several 
years Michigan sales manager for 
the Crittal Casement Window Com- 
pany, and has been with the Hugh 
Lee Iron Works for the last two 
years in the capacity of sales engi- 
neer. 


Dow Elected Vice-President 
of Alexander Milburn Co. 


At a stockholders meeting late in 
May, Walter K. Dow was elected 
vice-president of the Alexander Mil- 
burn Co., Baltimore, Md. Before be- 
coming associated with the Milburn 
organization, Mr. Dow was con- 
nected with the DeVilbiss Co., To- 
ledo, Ohio, for ten years. 

Mr. Dow was plant superintendent 
for the Milburn Co. for the past 
year and has done much in the de- 
velopment and production of the 
company’s line of paint spray equip- 
ment, welding and cutting appara- 
tus and portable lights. 


New Recessed Head Screw 


The Reed & Prince Mfg. Co., 
Worcester, Mass., recently placed 
upon the market a new recessed 
head screw. 





Going good. G. K. Tobey, who has re- 
cently completed his first six months tour 
of duty as an outside salesman for Chase, 
Parker & Co., well-known Boston supply 
house. Mr. Tobey, who operates in 
Metropolitan Boston, secured his training 
for his present position through three 
years as a telephone salesman for this 
enterprising New England house 
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HELPING GOOD MECHANICS DO BETTER WORK 


There’s No “Grind” 
to Selling This Tool! 


Any die shop, stamping plant, tool room or metal 
working plant is a “natural” buyer for the new Black 
& Decker Die Grinders. This ad appears in the July 
issue of Modern Machine Shop, August issues of Mill 
and Factory, American Machinist and Modern Machine 
Shop, September issue of Factory Management and 
Maintenance. Push this item to stimulate summer 
sales. There’s Profit in it! 


The Black & Decker Mfg. Co., 717 Pennsylvania 
Avenue, Towson, Maryland. 
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Plymouth rope-making machines, ingenious though they 
may be, are but tools in the hands of men. Without ever- 
lasting supervision by watchful eyes and trained hands, 
machine-made rope would fall below the Plymouth 


standard of perfection. 


In the picture you see the experience of trained men 
at work. These men are ‘feeding the hanks of fiber’, a 
preliminary step in the preparation of uniform slivers of 
fiber for spinning. This apparently simple operation ac- 
tually demands keen judgment born of long experience 
if, later, the finished strand is to be of maximum uniform- 
ity. It is this judgment and experience all along the 
production line which maintain the high standard of 
controlled quality that distinguishes Plymouth Ship 


Brand Manila Rope. 


Because Plymouth workmen know their jobs . . . be- 
cause of their skill and experience ... becouse they 
understand the needs of rope users . . . you can recom- 


mend every Plymouth product as the rope that provides 
an extra margin of safety for its industrial users. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 


Sales Branches: New Yo: 
Cleve Ina 





,u 


Houston, San Francisco 


Boston, Baltimore, Philadelphia, Chicag 
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Busy registering and greeting the 250 

attending The Keystoners first outing are 

(left to right): Robert Brown, Union 

Twist Drill; H. L. Pruner, American Saw 

Manufacturing Co., and Harry White of 
Yale & Towne 


250 Join Keystoners 
For Day of Sports 


The first annual outing of The 
Keystoners club which consisted of a 
golf tournament, baseball, horseshoes 
and exhibition diving held June 15 at 
the Melrose Country Club, Philadel- 
phia, proved itself a huge success 
drawing about 250, whose business 
is the buying, selling and using of 
industrial supplies. 

John Ora of MILL SUPPLIES, who is 
gradually refurnishing his house 
with the golf prizes he has won in 
recent years, held low gross for the 
day among the golfers with a 40-40- 
80. F. D. Klepper, T. C. Ulmer Co., 
won the kicker’s handicap with 101- 
30-71. 

The baseball game between The 
Keystoners and a guest team com- 
posed mainly of distributors was 
won by the latter. The score at 
the end of nine hectic innings stood 
at 11-1, the Keystoners insisting 
they had played a “customers’ game” 
all the way through. 

Eric Federschmidt, Black & 
Decker, and a former Olympic oars- 
man entertained the crowd with 
some fancy diving in the club pool 
during a portion of the afternoon. 
A dinner and floor show concluded 
the day’s activity. 

Chairman of the various commit- 
tees for the outing were Robert 
Brown, Union Twist Drill Co.; W. J. 
Eberlein, Greenfield Tap & Die 
Corp.; Harry White, Yale & Towne 
Mfg. Co., and E. J. McKenna. 

Assisting them were J. J. Deasy, 
manufacturers’ representative; M. G. 
Hayden, manufacturers’ representa- 
tive; J. G. Dieterle, Abrasive Co., 
and Carl J. Meister, Allen Mfg. Co. 

Officers of the Keystoners are: 
David Moffat, L. S. Starrett Co., 
president; W. J. Eberlein, Green- 
field Tap & Die Corp., vice-presi- 
dent, and Arthur E. Meigs, manu- 
facturers’ representative, secretary-- 
treasurer. 











DROP FORGED STEEL 


fo METER VALVES 





UNION 
BONNET 


TYPE 


VS cureck HOW MUCH MORE YOU GET in these new 
Vogt, union bonnet type, globe Meter Valves... available 
in one-quarter, three-eighths and one-half inch sizes. 

O Hexagon body ends for easy line assembly. 
© Ground joint between body and bonnet. 
O Stem can be easily reground or replaced. 

Valve can be repacked under pressure. 


Recommended for 900 Ibs. W. P. @ 750 Deg.F. 
or 1500 lbs. non-shock cold working pressure. 


© Furnished all-carbon steel or all-stainless 
steel to suit operating conditions. 


These valves are especially suited for applications in oil 
refineries, power, chemical, refrigerating and related indus- 
trial plants where close, dependable regulation is important. 








HENRY VOGT MACHINE CO., Inc., Louisvitte, Ky. 


NEW YORK - PHILADELPHIA - CLEVELAND - CHICAGO - DALLAS 
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One Mark of a Going Concern— 
Up-to-date Catalogs 





Issued at Regular Intervals 
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The new Golden Anniversary catalog of The Strong, Carlisle & Hammond 
Co. of Cleveland is the third successive general catalog issued by that leading 
house through the Donnelley compiling organization in the last fourteen years. 


What do vou tell a buyer when he asks 


you for an up-to-date 


goods you want to 


catalog of the 


sell him ? 


R. R. DONNELLEY & SONS COMPANY 


350 


EAST TWENTY-SECOND STREET 


e CHICAGO, ILLINOIS 
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Van Schaick, Executive 
Of American Chain, Dies 


Arthur P. Van Schaick, Vice- 
President of the American Chain 
& Cable Company, Inc., died on 
June 7, while traveling from New 
Orleans to Chicago on the Panama 
Limited. Following a month’s va- 
cation at Beaumont, Cal., Mr. Van 
Schaick was en route with Mrs. 
Van Schaick, to their home at 
Southport, Conn. 

As Vice-President in charge of 
sales for the American Chain & 
Cable Company, Mr. Van Schaick’s 
duties carried him to all parts of 
the country, and he possessed a wide 
acquaintance in manufacturing, 
wholesaling and railroad circles. He 
was also a director of American 
Chain & Cable Company, a director 
of the Chain Institute, and former 
president of the American Hardware 
Manufacturers’ Association. 

His early business experience was 
with Pittsburgh Plate Glass and 
Lackawanna Steel. In 1919 he 
joined the American Chain Com- 
pany at Bridgeport, Conn., as Man- 
ager of Sales. Several years later 
he was elected a director, and three 
years ago was elected Vice-President 
in Charge of Sales of all divisions. 

The funeral services were held on 
Saturday, June 11, at St. Paul’s 
Episcopal Church in Chicago. The 
remains were then taken to Milwau- 
kee for interment in Forest Home 
Cemetery. 


New Man for Westcott 


The Westcott Chuck Co., Oneida, 
N. Y., has announced the addition 
of Fred D. Baker to its sales force 
in northern and central Ohio. Mr. 
Baker will supervise sales of the 
firm’s products and will work in 
conjunction with Westcott distribu- 
tors in this territory. 





Here's Dave MacAllen and Hans Robbins 

of Chase, Parker & Co., Boston in a 

boat within a boat, believe it or not. 

They're just making doubly sure they 

don't get their feet wet for no good 
reason 
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THESE LOW COST QUICK SELLING 






ITEMS FIND A READY MARKET 


“TOLEDO” PIPE END REAMERS 
RATCHET AND SWIVEL TYPE 


“TOLEDO” Pipe End Reamers remove the burr 
from all pipe easily, quickly and are free cutting. 


Ground with proper clearance for all sizes. 
Reamer heads may be reground. Any part can 
be replaced at small expense. 


Natural hand grip makes for easy handling. 
Junior is swivel type—operates like a ratchet. 


Ratchet model has 3 high speed blades cast 
solid. Easy to resharpen when dull. 


Ideal for Plumbing, Heating and Electrical 
Trades. Made in three models as listed below. 


MODEL CAPACITY TRADE PRICE 
Junior Vg to 2 Inches $4.00 
Junior Ratchet Vg to 2 Inches 5.00 
Ratchet ¥% to 3 Inches 5.60 





EASY OPERATING 
NATURAL HAND GRIP 
FREE CUTTING 











MALLEABLE IRON FRAME 
HARDENED STEEL JAWS 
HEAT-TREATED VISE SCREW 


“TOLEDO” OPEN-SIDE 
PIPE VISES 


“TOLEDO” Open Side Pipe Vises fill the need 
for a good, low price open side pipe vise. 


Malleable iron frames. Hardened steel jaws— 
full overlapping. Heat-treated vise screw. Long 
handle gives ample leverage. Any part can be 
replaced. 


Excellent for fitting make-up work because con- 
struction enables operator to work close to face 


of vise. 


Very handy and efficient pipe vises. Made in 


three models as listed below. 


MODEL CAPACITY TRADE PRICE 
No. 00 Vise Vg to I> Inches $2.85 
No. 0 Vise Vg to 2'/. Inches 3.60 
No. 3 Vise Vg to 4/2 Inches 8.40 


THE TOLEDO PIPE THREADING MACHINE CoO. 


TOLEDO, OHIO 
‘TO 
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NEW YORK OFFICE AND DISPLAY, 72 LAFAYETTE ST. 
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HOLLOW SCREWS 








Opening new avenues when 


the old ones close 


Hollow Screw Headquarters — this organization of specialists 
- receives much business because of its standing as the most 


experienced authority on hollow screw manufacture and use. 


The Allen Distributor shares this position with the Company. 
He receives much business for having behind him this organiza- 
tion of hollow screw specialists, working for industry. 

The prestige back of your Allen franchise makes aggressive 
sales-work pay better in good times and bad. But especially in 
times like the present, it gives you a spearhead to drive for new 
openings for the product. 

Try pushing “Allens” into new applications, new uses in the 
industrial machinery in your territory. Some study and stress on 


potential mew uses pays handsomer than replenishing old stocks. 


THE ALLEN MEG. COMPANY 


HARTFORD; CONN. U.$.A. 
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Power Transmission Councils 
Have Day of Sports in Jersey 


Members of the Newark and New 
York Power Transmission Councils 
spent Friday, June 10, at the Cedar 
Ridge Country Club in Livingston, 
New Jersey, playing golf and base- 
ball. The New York Council opened 
its baseball season with a 10-2 defeat 
of the Newark organization. 

Dinner was served in the evening 
to the 135 members present and Wal- 
ter Menk of Graton & Knight was 
elected president of the Newark 
club. George Roden of Rockwood 
Mfg. Co. will serve as vice-president 
and Tom Jones of George Rahmann 
& Co. will serve as secretary-treas- 
urer. 


North Bros. Distributes 
New Package Display 


A new method of packaging screw 
drivers was announced recently by 
North Bros. Mfg. Co., in the form 
of a display for use on counter or 
in window. 

These screw drivers come in four 
in a package and are supplied in 
a large number of blade lengths. 
Regular half-dozen packing will be 
continued in all sizes. 


J. P. Vogel Joins 
Link-Belt Co. Staff 


Link-Belt Co., Chicago has an- 
nounced the appointment of J. 
Pierre Vogel to its engineering sales 
organization with headquarters in 
Pittsburgh. He will specialize on the 
application of bituminous coal prep- 
aration plant equipment, including 
coal tipples, washeries, and other 
material handling problems. 








Time out! Here are two execs and three 
pretty southern belles, all of the Corinth 
Machinery Co., Corinth, Miss. They are 
(left to right): J. C. Jones, secretary 
and treasurer, Miss Annie K. Thrasher, 
Miss Lillie M. LaGuarde, Mrs. J. Barnes 
and P. T. Jones, vice-president of the 
organization 
























MIGHTY 
MIDGETS ...... 


whether measured 
by pipe threading 
efficiency or 
saleability 





iF electric power had been available in 
P. T. Barnum's day, the man who made the 
human Tom Thumb famous could have made 
another fortune exhibiting the Oster-Williams 
"TOM THUMB" in action. A mighty midget 
which is easily carried from job to job, "Tom 
Thumb" No. 512 cuts off, reams and threads 
all sizes of pipe from !/2" to 2" at a speed 
which compares favorably with that of many 


a larger machine. Powerful Sales-Arguments are 


Oster-Williams POWER BOY" No. 412... Built Into Every Item in the 
(see below) ... an almost equally spectacular Oster-Williams Line 

performer, is the lightest weight portable 
power drive for die-stocks on the market... mandly, Cer the edie of eompaiiiien 
one man easily carries it wherever it's need- Oster prefers to stay out of a market 
ed. Capacity—!/2" to 2". rather than offer an inferior article or a 


mere imitation. No tool or machine is 


POWER BOY added to the OSTER-WILLIAMS line 


unless it has distinctive, built-in features 








OSTER doesn't build ""me-too" products, 













to furnish effective sales-arguments and 





assure convincing demonstrations. 





Supply-house sales-managers and sales- 
men who handle OSTER-WILLIAMS 


Equipment know . . . to their annua’ 











profit . . . the difference this pol cy 





means in their sales-volume. 







The OSTER MANUFACTURING COMPANY 


Sales Offices: 2041 East é6lst Street, Cleveland, Ohi» 
Factories: Erie, Penna., and Cleveland, Otio 
New York City Showroom and Office, 292 Lafayette St. 
Philadelphia Showroom and Office, II11 No. 3rd St. 











Threading Headquarters Since 1893 
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@ Tell your customer that Bunting 
Bronze Bars and Bearings are madeof 
Bunting No. 72 metal also known as 
SAE 660 bronze composed ofcopper 
83, tin 7, lead 7, zinc 3. This alloy was 
originated and perfected by The 


Bunting Brass & Bronze Company 
years ago and is preferred by the 
majority of machinery manufacturers 
because ‘it’s kind to the shaft”. This 
is only one of the sales-producing 
features of “the well-known line”. 


THE BUNTING BRASS & BRONZE COMPANY... 
WAREHOUSES IN ALL PRINCIPAL CITIES TOLEDO, OHIO 












BUNTING 


MACHINED AND CENTERED BRONZE BARS 
BABBITT METALS 


Control 
T HE Wells Metal Cutting Band 


Saw is the ideal unit for all- 
It cuts 








No. 8 Size No. 5 Size 


around cutting jobs. 8” diameter 5” diameter 





2 3 round or round or 
metal speedily in any shape with 8” x 16” 5” x 10” 
extreme accuracy. flat flat 


You can increase your profits by adding this quick selling band saw to your 
line. It literally sells itself because it can't be beat for efficiency. We will 


be glad to give you more details on how Wells Band Saws can make money 
for you. 


© Saw it the Wells Way ® 


WELLS MFG. CORP. iiss 
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Manufacturer and distributor. Albright 
"Allie" Bray (left), Armstrong-Bray & 
Co., Chicago manufacturer of belt lacing 
and R. H. Kohlbry, Chicago manager 
of Machinery & Welder Corp., distributor 
of transmission and welding equipment 


Two Men of Crane Co. 
Taken By Death 


H. W. Seymour, former vice-pres- 
ident in charge of sales of Crane 
Co. and John A. Campbell, chairman 
of the board of Trenton Potteries 
Co., a subsidiary of Crane Co., died 
on June 2. 

Mr. Seymour, 64, had been in poor 
health for several years. He be- 
came a president of Crane Co., in 
1929 and retired this past April. 

Mr. Campbell, 82, was a director 
of the Prudential Insurance Co. of 
America, the East Trenton Railroad, 
North Pennsylvania Railroad, the 
Trenton Savings Fund Society and 
several other companies. 


New Skilsaw Man 


J. C. Pittsfield, 309 Somershire 
Drive, Rochester, N. Y., is now rep- 
resenting Skilsaw, Inc., and will 
cover the upper New York territory. 
Mr. Pittsfield was formerly con- 
nected with the Black & Decker 
Mfg. Co. 


Promotions in Southern 
Branches Announced by Hajoca 


William A. Brecht, president of 
the Hajoca Corp., has announced 
the following promotions in the 
firm’s southern branches. 

R. L. Rudulph formerly manager 
of the Columbus, Ga. branch has 
been appointed zone manager of the 
Georgia and Florida branches. 

E. B. Ike, has been transferred 
to the managership of the Savan- 
nah branch. D. F. Sloan has been 
made manager of the Columbus, Ga. 
branch. 

A new edition of the “Industrial 
Buyers’ Guide” featuring mill, mine 
and industrial supplies carried by 
Hajoca Corp., was issued and is now 
being distributed among its cus- 
tomers. 











TONNAGE 


Counts with Conveyor Bellfing ” 





Thermoid Conveyor Belting is engineered 
and built with the single objective of mov- 
ing more tons of material at the lowest 
possible cost per ton. It is tonnage that is 
the real measure of performance... the 
real measure of economy. 


Constant research and development have 
made Thermoid Conveyor Belting a recog- 
nized standard in the field. The proper 
selection of the right belt for the right job 
can be just as important as the construction 
of the belt itself. Each type of Thermoid 
Conveyor Belting isspecifically designed for 
long life on iis particular type of installation. 


For a new installation .. . for replacement 
... or for the solution of a conveyor belt 
problem, Thermoid offers facilities that are 
certain to lead to substantial economies. 


More than half a century of gies 


Progressive Engineering 


and Product Development Gg 


Standard types of belting 
made by Thermoid 


;rain Elevator Belting 
ing 


Agricultural Belt 
Hog Scraper Belting 
Endless Thresher Beliing 
Oil Country Belting 
J 


Axle Lighting Beltine 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N.]. 


Bucket Elevat 
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High Quality Makes Easier Selling 


There's the standardizing 
on SIMONDS complete line of Saws, Files and 
Write for full 


good reason for 


Machine Knives. information. 


SIMONDS SAW AND STEEL COMPANY 


“The Saw Makers" 


FITCHBURG, MASS. CHICAGO, ILL. 





WELDQO LETS: THREDQ)LETS 





OA 


Outlels for. Syaing ++ 


*- - 
The names **WeldOlets and “ThredOlets" are 
Bonney trade marks registered in the United 
States Patent Office. Full patent coverage has 
been granted in the United States and foreign 
countries. 


No Other Pipe Fittings 
Give You All These 
Advantages 


HE increasing use of welded 

piping in industrial plants, oil 
refineries, power plants, paper mills, 
etc. offers you a real selling oppor- 
tunity for Bonney WeldOlets and 
ThredOlets. 


They eliminate all cutting, threading we all the selling advantages of 


main pipe when hole is cut and they 
provide leak-proof joints. Funnel- 
shaped outlets eliminate ‘‘dead-spots’’, 
reduce friction and turbulence to a 
minimum. 


In fact, no other pipe fittings give 


and fitting of the main pipe. No 
templets are used. Their wide base offer you real sales volume with good 
compensates for loss of strength in margin of profit. 


BONNEY FORGE & TOOL WORKS, Allentown, Pa. 


Forged Fittings Division 
Stocked by Leading Distributors 


eldOlets and ThredOlets. They 
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r SMMAEY RECTWC TOOL DIVINON STARLET 


Surrounded on all sides by all types of 

portable electric tools is T. Walker Lewis, 

president of Lewis Supply Co., Memphis 

in a booth under the Lewis banner at 

the recent machinery and power show 
held in Memphis 


Memphis Machinery Show 
Draws 5,000 Visitors 


With over 5,000 people attending 
the machinery and power show at 
the joint convention of Oil Mill Su- 
perintendents Associations held in 
Memphis May 19-21, the affair was 
characterized as the greatest in the 
history of the South. 

Distributors who exhibited in con- 
junction with manfacturers were 
Reichman-Crosby Co., the Lewis 
Supply Co., J. E. Dilworth Co., Hays 
Supply Co., Pidgeon-Thomas Iron 
Co. and Industrial Supplies, Inc. 
These are all local firms. Distrib- 
utors and manufacturers accounted 
for 125 properly appointed exhibits. 

Walworth Co., represented in the 
Memphis trade area by the J. E. 
Dilworth Co. was the winner of the 
first prize of $75 for having the 
most outstanding exhibit. Second 
was the Fiske Bros. Refining Co. 
represented by the Lewis Supply Co., 
and third, the J. R. Case Mfg. Co. 
who represented a number of dis- 
tributors throughout the South. 

Two well-known men in the mill 
supply industry who addressed the 
convention were Russell Brooke, 
transmission engineer for Alexander 
Bros. and C. R. Weiss, chief engi- 
neer for Link-Belt Co. 

At the concluding sessions of the 
convention it was announced that 
Harold Whitlock of the Boardman 
Co., Oklahoma City, Okla., would 
succeed T. W. Lewis (Lewis Supply 
Co.) as president of the Oil Mill 
Machinery Manufacturers and sup- 
ply Men’s Association for the com- 
ing year. Charles Orr of Waco, 
Tex., becomes vice-president of the 
association with Jack Dale, Briggs- 
Weaver Machinery Co., Dallas, Tex., 
continuing as secretary-treasurer. 
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BRONZE STEM 
BRONZE 
STUFFING BOX 


BRONZE GLAND 


BRONZE BUSHING 
(An Original 
Lunkenheimer 

Feature) 


DRAIN 
CHANNELS “4 
(An Original 
Lunkenheimer 

Feature) 


BRONZE DISC 


BRONZE 
SEAT RINGS 


ey) / melt VEbe Oe oey oe a 


9-52-14 


75 








MILL SUPPLIES @ JULY 1938 














if it has a 


“RED END” 


If you want to get real turn- 
over, you'll find no other 
quality folding wood rule to 
beat a Lufkin “RED END.” 


Everyone likes the way they 
feel, likes the smooth-working, 
rust-proof brass spring joints 
and strike-plates that prevent 
wear on markings. 


Write for Catalog No. 12 


UFHA/N 


MICHIGAN . New Y 


TAPES. RULES PRECISION 
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iselela- 


McAlear Mfg. Co. Announces 
New Representatives 


James McAlear, president of The 


| MeAlear Mfg. Co., Chicago, has an- 


nounced the appointment of Earl G. 


| Embree, heating and ventilating en- 


| gineer in the North and South Caro- | 





lina territory. Mr. Embree will de- 
vote his time to vapor and vacuum 


| heating specialties made by the firm. 
Charles M. Setzer & Co. recently | 





became a distributor of the McAlear 
line of industrial and power plant 
equipment. 


Brady of Hajoca Corporation 
Promoted to Industrial Sales 


A. W. Brady, salesman for the, 
the | 
Wilkes-Barre territory, was recently | 
transferred and promoted to the in- 


Hajoca Corp., operating in 


dustrial sales division at Bethlehem 
and Allentown, Pa. 
Mr. Brady has been with the 


Hajoca Corp., since 1925. In his new | 
position he will call on mills, mines 


and industrial plants. 


Departments Rearranged 


Belt Rope Supply Co., Syracuse, 
N. Y. has moved its offices at 500 
E. Genesee St., to the second floor 
of the building and the store and 
warehouse is now occupying the first 


floor and basement. 


Foote with Harris & Co. 


E. L. Foote recently was added | 
to the sales staff of the Samuel Har- 
ris & Co., Chicago, and will spe- 
cialize on Marquette 
rods. 


welders 


| 





this hitherto camera-shy St. Louisan 
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and | 





| Presentin' R. W. Myers, vice-president and 
general manager, R. H. Myers Hardware | 
Co., St. Louis. An enterprising distributor, | 








ALL METAL 











Yy 
oy in, 


for aluminum, 
stainless steel, 
cast iron zinc 
base die cast 
metal, monel and 
other metals is 
proving to be a 
profitable item 
for industrial 
distributors. 





















SOLDER 


creates sensation at 
trade shows 


HEN a simple operation like sol- 

dering clogs up the aisles at trade 
shows, you can be sure that the solder- 
ing must be out of the ordinary. That's 
what has happened at shows during the 
past few months where Imperial’s new 
All-Metal Solder and Flux and the en- 
tirely new soldering applications which 
it makes possible, were exhibited. 


Imperial All-Metal Solder and Flux will 
solder such difficult-to-solder metals as 
aluminum, cast iron, stainless steel, 
monel and zinc base die castings. While 
it is applied at temperatures only slightly 
higher than those used for ordinary soft 
solders, it forms a bond with a tensile 
strength many times as great. Blow 
torch, welding torch or large soldering 
iron can be used for application. 


This solder is sold in kits which con- 
tain solder, flux, emery cloth and direc- 
tions. The price of the kits to the indus- 
trial trade is $1.75, $3.50. and $5.00 with 
a profitable margin for industrial dis- 
tributors. The solder is also sold by the 
pound and many industrial users are 
placing repeat orders for substantial 
quantities. 


We believe your trade will be greatly 
interested in this new all-metal solder 
and we suggest that you drop us a line 
for complete details. 


IMPERIAL BRASS MFG. CO. 
511 South Racine Avenue 
Chicago. Ill. 

































Screw Buyers 


STEADY _ 
CUSTOMERS f 











HERE'S GOOD, 
STEADY PROFIT 






Fig. 1434 
Pat's 
Pending 


OVONONON 


|| 


KNURLED “UN- 
BRAKO” SOCKET 
HEAD CAP SCREW: 
the knurled grip head 
speeds production and 
permits easy locking after 
being countersunk. These 
features sell them—fast. 





—AND IN THE 








Vibration posi- SELF-LOCKING 


tively cannot 
loosen the “Un- 
shako” once it has 
been tightened up. Yet, 
an ordi wrench 
takes it off with little 
pressure. “Unshako” is 
one piece, no separate 


pins or washers are 
needed . . . a saving in 
time and labor on 
assembly. 


NUT 





Pat'd. & 
Pat's. pending 
Fig. 1513 
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“UNBRAKO” 


Something new, but 


2,000,000 now used by 
satisfied customers. And 
there’s a tremendous po- 
tential business you can 
get! 


Fig. 232 “UNBRAKO” HOLLOW 


SET SCREW: Can take 
loads of punishment. 
Made of alloy steel, so 
point doesn’t mushroom, 
hex doesn’t round. A fa- 
vorite for years and a 
good staple item on 
which you can build a 
good business. 


& 
SELF-LOCK- 
ING HOLLOW SET SCREW: 
proven. 
Sharp prongs raised by knurling 
the two top threads, dig into the 
threads of the tapped hole and 
prevent its working loose. Over 





Fig. 1564 
Pat's. Pend. 


STANDARD PRESSED STEEL Co. 





BRANCHES JENKINTOWN, PENNA, SRANCHES 
BOSTON CHICAGO 
DETROIT BOX 519 ST. Louis 


INDIANAPOLIS 


SAN FRANCISCO 
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NEW PRODUCTS MEAN NEW 
SALES OPPORTUNITIES 





DESMOND CRACKERJACK 
DRESSER 


This is the only abrasive wheel 
type dresser using ball bearings 
and safety handles. It will keep 
your customers grinding wheels 
fast cutting and accurate. 


Desmond manufactures the only 
complete line of Dressers and 
Cutters. 





SIMPLEX DRILL PRESS & 
MILLING MACHINE VISE 





This well designed and strongly 
constructed vise will find a useful 
place in many plants. Made in two 
sizes with exclusive features that 
are excellent sales points. 


Also a complete line of machin- 
ists’ and combination pipe vises. 





and Cutters and Simplex Vises. 
price sheets. 


You will find many sales and good repeat orders on Desmond Dressers 
Write to-day for new catalogs and 





THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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Allen, Former Disston 
Executive, Honored 


Henry B. Allen, who was formerly 
chief metallurgist of Henry Disston 
& Sons, Inc., was recently awarded 
an honorary degree of Doctor of Sci- 
ence on Founder’s Day at Temple 
University, Philadelphia, in recogni- 
tion of his outstanding work as sec- 
retary and director of the Franklin 
Institute in Philadelphia. 

Mr. Allen, who was elected direc- 
tor and secretary of the Franklin In- 
stitute in September, 1935, was a 
member of the Disston firm for many 
years and under his direction several 
steel developments were formulated. 
By reason of his keen interest in 
chemical, metallurgical and _ other 
fields, he is a member of a number 
of organizations devoted to scientific 
research. 


New Packaging for New 
Product of American Screw 


A new package that is attractive, 
stronger and easier to use has been 
introduced by the American Screw 
Co., Providence, R. I., for its new 
screws with the patented “Phillips” 
head. 

A simplified labeling system great- 
ly speeds up the time required to 
identify the contents of the box. 
The box itself is modern in design 
and appearance, having a buff and 
blue color that is both practical and 
pleasing to the eye. 


Change in P.O. Address 


The Richmond Belt Dressing Mfg. 
Co., Richmond, Va., has announced 
a change in its post office address to 
box 5087. 








Here's a birdseye view of A. Schrader's 
Sons exhibit at the White Supply Co. show 
in Waterbury, Conn. F. L. Engstrom, (sec- 
ond from left) who's back is to the camera 
is busy explaining the air pressure device 
being demonstrated and seems to be 
doing a good job of it judging by the size 
of the crowd 








SKF Pillow Blocks 


AW UR ACT BUOY EIRS 


for mill supply distributors 





“GiSI” needs no introduction to the 
average mill supply customer. It is 
the trade-name signifying satisfactory 
performance of ball and roller bear- 
ing pillow blocks and hangers—a 
reputation earned through years of 
experience and research and in thou- 


sands of applications. 


SHS distributors are also assured 
of competent engineering assistance 


and sales helps. 


That’s why the 0S line offers the 
live-wire mill supply distributor a 
rapid turnover. A franchise may be 


open in your territory. 


4133 


SSSI" INDUSTRIES, INC., PHILA., PA. 


A PROFIT-GETTER FOR S&S DISTRIBUTORS 


BALL AND 
ROLLER 
BEARINGS 


SKF makes more types and 

sizes of ball and roller bearings — 
than ‘eny other manufacturer in _ 
the werd, NS Reeiieae 
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WHEREVER BOILERS ARE USED 





Cond. 
Return 
for 
Gravity 
Systems 


Horizontal Unit for 
Low Pressure Systems 






In Dairies, Dry Cleaning Plants, 
Laundries, Processing Plants, 


and Greenhouses ....... 


There is a Market 
for 


CCONNERSVILLE 


BOILER SERVICE UNITS 


A line you can sell NOW, because its 
economy appeals to thrifty plant owners. 
“New life for Good Old Boilers!” Write 
for jobber proposition. It carries a real 











profit. 


Pump Builders for 50 Years 


- ROOBS-CONNERSVILLE BLOWER CORP. 


Gomme MB SRE VTL ee, 


IN DIANA 
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Hack Saw Profits! 


Backed by years of service that 
assures satisfaction on any metal cut- 
ting job—these rangy Wolves of Lenox 
Blades strongly packaged in plaid boxes are 
driving in greater hack saw profits. 


FOR EVERY METAL CUTTING JOB 


“HIGH SPEED" “MO-SPEED" 
“TUNGSTEN” “SUPERFLEX” 


“The Blades in the Plaid Box” 


AMERICAN SAW & MFG.CO. Springfield, Mass. 
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William Arthur District 
Manager for Allis-Chalmers 


William Arthur has been ap- 
pointed Philadelphia district office 
manager of Allis-Chalmers Mfg. Co., 
to succeed the late J. E. Wray. Mr. 





WILLIAM ARTHUR 


Arthur, who is widely known for his 
engineering contribution to electric 
traction, since 1931 had been the 
company’s special representative for 
railway traction and mercury arc 
rectifiers in the East. 

Mr. Arthur has had a wide engi- 
neering experience, both in this 
country and abroad. He is a mem- 
ber of many engineering societies 
and author of many technical arti- 
cles and reviews. 


More Nail Space 


The Belt-Rope Supply Co., Syra- 
cuse, N. Y., has increased its ware- 
house space in order to handle the 
large supplies of nails it stocks. 








W. T. Ryan (left), Cutter, Wood and 
Sanderson, new president of National Sup- 
ply & Machinery Distributors’ Association 
as a final handshake with Russ Duncan, 
outgoing president of the association as 
Carl Channon, Great Lakes Supply Corp., 
presents a ship's clock to Russ for his work 
the past year 






























Announcing 


NEW SALES POLICY 


MODERN * PRACTICAL 4 PROFITABLE 


for 


DISTRIBUTORS e §JOBBERS ® DEALERS 


OF PACKINGS 



















By this plan we intend to work with the resale 
outlets of packings to assure to them a margin of 
profit commensurate with their efforts. 








Effective July 1st, 1938 our new price list was 
mailed to the entire trade in the United States, and 
if you did not receive a copy—write us at once. 






This schedule shows trade discounts, freight 
allowances, terms, etc. 





It will be our endeavor at all times to work 
closely with jobbers’ salesmen to promote sales 
for mutual profit. 










GREENE, TWEED & CO. 


109 DUANE STREET NEW YORK, N. Y. 








Sole Manufacturers of | 


"PALMETTO" "PALCO" "CUTNO" "PELRO" 
"“SUPER-CUTNO" "RUN-WEL" "'GLASO" 
PACKINGS 
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Never, in the history of the world, 










have engineers and executives had 


so many COMPLEX problems. 


Never have they looked in 
their business papers with 


so much interest and hope. 








McGRAW-HILL PUBLISHING COMPANY, INC. 
330 WEST 42nd STREET, NEW YORK, N.Y. 

Offices in— ATLANTA + BOSTON + CHICAGO + CLEVELAND 

DETROIT « PHILADELPHIA + SAN FRANCISCO ST. LOUIS 
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W. O. Barnes Announces 
Change in Officers 


W. O. Barnes Co., Inc., of De- 
troit, Mich., manufacturer of hack 
saw blades and metal-cutting band 
saws, announces the retirement of 
W. O. Barnes as president and the 
appointment of J. H. Flavell to that 
office. Mr. Flavell has been treas- 
urer of the company since it was 
founded and has had active manage- 
ment of it for the last few years. 
Mr. Barnes continues his association 
with the company as a member of 
the board of directors. 


Price, Discount Changes 
By Greene, Tweed & Co. 


Substantial changes have been 
made in the price and discount 
structure of the products manufac- 
tured by Greene, Tweed & Co., New 
York, according to the announce- 
ment of the firm. 

Under the new plan the jobber’s 
gross profit is increased about 40 
per cent and at the same time the 
prices to the consumer have been 
reduced. In addition, under certain 
conditions full freight is allowed 
where heretofore no freight was 
allowed. 

The firm also is outlining a pro- 
gram of cooperation with distribu- 
tors on direct mail advertising. 

Announcement of the plan was 
sent to dstributors on July 1, the 
date when it became effective. At 
the same time a new price list with 
supplement reflecting trade dis- 
counts, terms and freight allow- 
ances was also sent out. 


NEW LINES 
taken on by 


Distributors 


THE Wo. T. JOHNSTON Co., CINCIN- 


NATI, is now a distributor of 


Macklin grinding wheels. 


SMITH & KLEBES, NEw BRITAIN, 


CONN., is now stocking leather 


belting of the Laurence Belting 
Co. 


CHANDLER Boyp Co., PITTSBURGH, 
Pa., is now handling American 
Plus screws and Taylor Mesaba 
electric welded alloy sling chains. 


THE CHARLES C. LEwis Co., SPRING- 
FIELD, MASS., is now stocking Wal- 
worth valves and fittings. 


CAMPBELL HARDWARE & SUPPLY Co., 
SEATTLE, WASH., is now a distrib- 





CYCLONE caatn xoist 


22% of labor’s payroll rep- 
resents the cost of HAND- 
LING MATERIALS. 


CYCLONE HOISTS will help 
to keep this expense to a 
minimum. 





A small investment for very 
large returns. 


A Few Features: 


@ Upper and lower SAFETY LIMITS 
@ 85% mechanical efficiency 
@ 19 anti-friction bearings 
@ All cut gears 
@ Quick acting magnetic brake 
@ Chain wears much longer than 
*wire rope. 
Ask your distributor 
for full details 


CHISHOLM-MOORE 
HOIST CORP. 


FREEMONT AVE. 
TONAWANDA, N. Y. 








Valves 


you can conscientiously 
recommend . . 


because Kennedy Valves are 
skillfully designed and hon- 
estly made, with distinctive 
features that are not merely 
sales points but service 
benefits. 


Kennedy Valves are sold 
to industrial plants only 
through supply houses, and 
are backed by 61 years 
of square dealing with dis- 
tributor and user. 


Write for the Kennedy Catalog 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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Chrome-Vanadium 


~® sockets 


Here is a complete line of accuratel 
made, finely finished sockets ah 
standard sizes and types from tiny 
5/32” miniatures to great 5” Bridge 
Wrench Sockets (not illustrated). 


Unique to the ARMSTRONG 
Socket Wrench Sets is the patented 
Drivelock that locks socket to driver, 
driver to ratchet, and extension to 
extension—makes of each assembly 
a rigid tool that meets industrial re- 
quirements of strength and safety. 








9 Types. All 
Sizes. Double 
Hex and Dou- 
ble Square. 











Miniatures 


Drive; 
Light 3” Drive; Stand- 


Yi" 


ard '/2” Drive; Extra 
Deep '/2” Drive; Straight 
Wall '/” Sq. Drive; 
Heavy Duty %” Sq. 


Drive; Deep Heavy Duty 
¥%,” Sq. Drive; Extra 
Heavy Duty 1” Hex. 
Drive. 





Write for Catalog W-35 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave., Chicago, U. S. A. 
Eastern Warehouse and Sales: 
199 LAFAYETTE ST., NEW YORK 
SAN FRANCISCO 


LONDON 











* 


Sales Cooperation 











on Capital “Red Cap” 
When You Need It! 


No intelligent distributor today will dis- 
credit the value of a tested and time- 
proven sales policy that is powerful 
enough to help him sell, and definite 
enough to be a real protection to him. 


At a time when sales do not come easy, 
the complete CAPITAL "Red Cap” line 
provides distributors with products of a 
high standard of efficiency and accords 
them absolute sales protection. 


Let us cooperate with you to put 
your brush and broom business on 
a profitable basis. 


INDIANAPOLIS 








BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


Corner Brush and Broom Sts., Indianapolis, Ind. 





~~~ 


* 
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ARMSTRONG 
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utor for the Chisholm-Moore line 
of chain hoists and trolleys, the 
Lowell line of ratchet wrenches 
and the bearing stock of the Phos- 
phor Bronze Co. 


Biccs & Co., WicHITA FALts, TEx., 
has been apponted distributors of 
the New York Belting and Pack- 
ing Co.’s mechanical rubber goods. 


Sure Not BeitinGc Co., KINGSPORT, 
TENN., FLECK Co., CAMDEN, N. J., 
NEw ENGLAND Brick Co., Boston, 
and the Lusco Brick & STONE Co., 
Kansas City, KAN., have just 
been appointed distributors for the 
General Refractories Co., Phila- 
delphia. 








Guess What 


(Answers to problems on page 27) 








Sam Goes to the Circus 


Forget higher mathematics— 
start in at the last gate and work 
backwards. Sam had to have a 
dollar for exit money, and he’d 
spent half inside—a dollar more— 
and a dollar to get in. Thus it 
was $3 before the last gate. A 
dollar for the third gate makes it 
$4, and the half he spent is $4 
more, a total of $8, which plus 
entrance fee is $9 at the third 
gate. A dollar for the second 
gate makes it $10, and the half 
spent and entrance fee brings it 
to $21. Exit fee at gate 1 makes 
it $22, the half spent brings it to 
$44, and the dollar entrance fee 
makes it $45 when he entered 
the first gate. 


(Answer to Guess What questions) 


1. Flint quartz, emery and gar- 
net. 

2. Yes—silicon carbide and alu- 
minum oxide. 

3. Emery. 

4. Emery. 

5. An iron oxide, really a pol- 
ishing powder rather than an 
abrasive. 

6. Garnet, mined and quarried 
there. 

7. Hard, sharp and cuts cleanly. 

8. Aluminum are fused in the 
electric furnace with reducing 
agents to make aluminum oxide. 

9. Garnet. 

10. Principally for wood- and 
metal-working. 

11. Silicon carbide. 

12. By fusion in the 
furnace. 

13. Extremely sharp when frac- 
tured, but brittle. 
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They Build 
Repeat 
Business 











Machine 


Screw 
Taps 





They have built consumer ac- 
ceptance which means repeat 
business and profits. 


THE CARD SALES POLICY 
of backing up their distributors 
100% assures CARD DISTRIB- 
UTORS full protection. 


CARD QUALITY IS 
EASY TO SELL 


S. W. CARD MFG. CO. 
Division of Union Twist Drill Co. 
Mansfield, Mass., U. S. A. 


NEW YORK: 61 Reade St. 
CHICAGO: 11 So. Clinton St. 
ROIT: 6540 Antoine St. 
SAN FRANCISCO: 121 Second St. 
LOS ANGELES: 168 So. Central Ave. 
SEATTLE: 568 Firet Ave. South 














14. On very soft or very hard 
surfaces. 


15. Silicon carbide, supplanting | 


garnet. 

16. “A”—40-Ib. “C”—70-Ib, ‘‘D” 
—100-lb, “E”—130-lb. 

17. Weights are calculated for 
480 sheets, 24x 36 in. 

18. “A” is called “finishing” pa- 


| per and used as a backing for finer 





grains where extreme flexibility is 
required. 

19. “D” and “C” are both cabi- 
net papers, used for medium grain 
sizes. 

20. Two 100-lb. “C” and 130-ib. 
~"—. 


21. The “E” weight, used for | 


drum and belt sanders, disks, 
bands and sleeves. 





That's Telling ‘Em! 


(Continued from page 31) 





everybody in the office knows that 
the mailing list is important.” 
Results? Some time ago when 
the company mailed announce- 
ments to the entire list of 1600, 
only one was returned, and that 


was of a person who had moved. | 


And just one instance of results 


_ achieved through the advertising 


efforts: Not long ago a manufac- 


‘turer of portable electric saws, 


whose line is handled by Crowder, 
prepared an interesting condensed 
catalog. “We did not feel that we 
should mail this catalog ‘cold’,”’ 
said Mr. Kuhnsman, “so we de- 
signed an attractive blotter to go 


| with it. We mailed the two to- 


gether to our ‘blue’ list. In two 
weeks we traced $385 worth of 
business directly to this mailing.” 

The strong philosophy of adver- 
tising upon which is based the 
Crowder plan is explained by 
President H. N. Crowder: 

“We have kept at it during 
good times and bad, You can’t do 
any extensive ‘testing’ of a small 
advertising program, but the real 
business that has been traced to 
certain particular mailings is 
proof enough to us that the plan 
is more than paying its way. By 
advertising through the depres- 
sion we were able to win the at- 
tention of our customers at a 
time when many others were re- 
trenching. The results may not 
| have been spectacular during the 








more stringent times, but last | 


| year, when business improved gen- 
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HUNTINGTON 


GRINDING [= 


WHEEL VINCENT 
DRESSERS Cudies 


d 
CUTTERS ie 


* Count 
HAVE EARNED [ype 


RECOGNITION 
from 
INDUSTRIALS 
and 
DISTRIBUTORS 


VINCENT 





@ The constant, uniform quality 
of Vincent-Huntington Dressers 
and Cutters have earned for 
them the high regard of indus- 
trials everywhere. Cutters are 
made from special analysis steel, 
milled—not stamped—and heat 
treated to the correct degree of 
hardness by our own exclusive 
"Vincent Process." 


Distributors everywhere have no 
hesitancy in recommending 
Vincent-Huntington Dressers and 
Cutters to their customers. Their 
outstanding quality has won the 
confidence and acceptance of 
users. You can make money with 
this line. 






You can add to your 
revenue by selling 
Vincent "AA" High 
Speed Too! Bits. 


Let us send you our 
useful catalog sheets. 
They will help you 
sell. 





VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 

















YOU'LL SAVE 


Ti 


AND TROUBLE 


YOUR CUSTOMERS WILL 


BE MORE SATISFIED WHEN | fis Zz } 


L 
a 


you stu. Mational 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 















NATIONAL TWIST (#3) DRILL ano TOOL CO. 


DETROIT U. S. A. 





Top and Die Division, WINTER BROS. CO., Wrentham, Mass. 


Factory Branches: ° New York «+ Chicago ° 


Philadelphia ° 
Distributors in Principal Cities 


Cleveland 












6 A larger, more profitable unit of sale on 
shim stock! Packaged for your convenience ... 
and your customers’! The handy, space-saving 
metal dispensing rack is supplied free with stock. 


Repeat business assured from every assortment sold. Every factory 
and mill repair department can use the convenient, time-saving 
features of packaged shim stock. 


This is special shim steel and brass of highest quality. Precision 
thicknesses from .001 to .015 inch, in 6 x 100 inch rolls. 


included are three assortments of LAMINUM (laminated brass 

> shim stock) 2 x 9 strips . . . in the 
, thicknesses for which mill supply 
AY houses have the greatest demand. 






Simply pull the thin shim brass or 
steel through the slot and cut off 
as required. Soves time 
nates handling 


LAMINATED SHIM 


21-40 44th Avenue 


elimi- 
prevents wastel 














Backed by a complete dealer 
program. Write for details. Now 
you can make real profit on 
shim stock ! 


COMPANY, INC. 


Long Island City, N. Y. 


988 
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erally, we began to get back divi- 
dends on our previous advertising 
in a most encouraging way. We 
expect this to happen again as 
soon as the gloom of the present 
‘Recession’ begins to lift. 

“Our budget is not at all colos- 
sal. It shouldn’t be, for the kind 
of job we have to do. But it is 
sufficient to do the job right. The 
most important element is thought 
and constant attention. Every 
dollar that goes out for advertis- 
ing is considered by us to be 
money wisely invested and almost 
certain to produce a profit for 
the house.” 





Fan Away That 
Summer Slump 
(Continued from page 21) 





for forge-plant blast and similar 
operations. There are also special- 
ized portable ventilating fans on 
supports which are known vari- 
ously as man coolers, core coolers 
and heat killers. These are used 
for cooling men working before 
an open fire as in a forge shop or 
foundry, for cooling sand cores 
after removal from a drying oven, 
and for general protection against 
heat in order to increase working 
efficiency of workmen. They may 
also be used for cooling boilers, 
furnaces and tanks, driving out 
foul air gases and fumes from 
tanks, manholes, sewers or rooms, 
for speeding up the drying of lac- 
quered or painted objects during 
production, to keep temperatures 
constant for maintaining process- 
ing standards, and for ventilating 
motors, generators and transform- 
ers. There are also specialized fan 
types as, for example, the cable 
man-hole ventilator which is 
mounted on a tripod so it may be 
swiveled to draw fumes from 
cable vaults, tunnels, die galleries 
and coal pockets. The ship-hole 
ventilator is somewhat similar and 
is used to remove welding fumes 
and reduce temperatures wherever 
men are working. The boiler man- 
hole blower has a special flange, 
and is used for rapid cooling and 
ventilating of boilers, furnaces, 
kilns, retorts, cracking coke ovens, 
dehydrating vats, etc. 

Fan size is normally calculated 
from cubic contents of room or 
area to be ventilated and the fre- 








lg 
Je 
aS 
nt 





YOUR 


BEST 


RECOMMENDATION 








for Vapor Heating 
System Service 


HE Davis No. 15 pressure regu- 

lator is THE valve to recom- 
mend for low pressure vapor heat- 
ing systems. It has the sensitivity 
and accuracy to satisfy the most 
particular engineer, and it’s rugged 
construction insures long life under 
the most severe operating condi- 
tions. Offered in a complete range 
of sizes. See Davis Catalog No. 
100 A. 











Every Industrial Distributor 
Should Have This Book! 


This binder contains latest Davis bulle- 
tins illustrating and describing over 
sixty Davis specialties. Ask for a copy. 
DAVIS REGULATOR CO., 2544 S&S. 
Washtenaw Ave., Chicago, IIl. 


| Bakeries 

















quency of air changes. With cen- 
trifugal fans, it is also necessary 
to allow for resistance pressure 
in the duct. In the following table, 
maximum and minimum number 
of minutes for one air change are 
given for various classes of instal- 
lations. If the space is crowded, 
air should be changed more often, 
as indicated by the smaller figure 
in the table. Air changes should 
never be slower than the larger 
figure. 


| TABLE OF REQUIREMENTS FOR 
| 


GOOD VENTILATION 
No. of Minutes for 
Type of Room one air change 
Public Kitchens 2 


Public Dining Rooms 5 to 10 
Stores and Offices 5 to 10 
Toilets 3 to 5 
Club Rooms 5 to 10 
Laundries 2 to 5 
Bakeries 3 

Recreation Rooms 3 to 6 
Theatres 2 to 5 
Garages 5 to 10 
Workrooms and Factories 5 to 10 
Funeral Parlors 3 to 6 
Dairies 2 to 5 
Grocery and Fruit Markets 5 to 10 
Food Storage Warehouses 7 to 10 
Residence Kitchens 2 to 3 


For example, say you have a 
bakery 40x30 with a 10-foot ceil- 
ing, cubic contents of the area 
are 40x30x10=12,000 cu.ft. The 
above table shows a complete air 
change every 3 min. Therefore, to 
find the c.f.m. requirements of a 
fan to ventilate the bakery prop- 
erly, divide the cubic contents 
(12,000 cu.ft.) by 3 (the number 
of minutes for one air change), 
which shows 4,000 c.f.m. as the 
capacity for a fan for this job. 
The next larger fan should be 
selected for installation. 

Major prospects for ventilating 
and exhaust fans include: 

Stores 
Theatres 


Toilet Rooms 
Workrooms and 


Bowling Alleys 
Club Rooms 
Dairies 


Food Storage Factories 
Warehouses Cotton and rayon 
Foundries slashers 
Funeral Parlors Dry-can ranges, 
Garages dryers and die 


Grocery and houses in tex- 


Fruit Markets tile mills 
Gymnasiums Engineering 
Hospitals offices 


Hotel Kitchens & Blue-print rooms 
Dining Rooms Laboratories 


Laundries - Pattern shops 
Lodge Halls Shop offices 
Offices Machine shops 
Pool and Billiard Process 

Rooms departments 
Residence Chemical 

Kitchens departments 
Restaurants Paint plants 
Schools 
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MARVEL 


HOLE SAWS 


multiply sales 


Where the market for ordinary hole saws 
is limited to light maintenance work and 
use in portable electric drills, MARVEL 
HOLE SAWS have the strength for drill 
press or lathe use and the “set” for deep 
drilling (to 1/4”). They have created new 
markets, can be sold to tool rooms and 
production departments, are being used to 
rough out die plates, to save tedious and 
costly boring and machining. 


In diameters from %4” to 4'/4” MARVEL 
Hole Saws build profitable repeat business 
wherever introduced, for they do work on 
ordinary drill presses that would other- 
wise have to be sent out or go on heavy 
slow speed equi t. B they saw 





oe heed 
holes rather than drill them, they reduce 
the horse power and machine hour costs 
and reduce chip loss and tool cost to an 
absolute minimum. 





for Portable 
Drills, 

Drill Press 

and Lathes. 


MARVEL Hole Saws 
embody the patented 
MARVEL principle of 
a composite non- 
breakable saw—a 
genuine 18% Tung- 
sten high speed steel 
cutting edge electri- 
cally welded to a 
chrome-vanadium 
body. This construc- 
tion gives not only 
the fastest cutting, 
longest lasting edge 
available,. but also 
a hole saw that can 
withstand the terrific 
peripheral speeds of 
small drill presses 
and portable drills. 
The arbors of MAR- 
VEL Hole Saws are 
proportionally heavier 
and have solid hex- 
agonal shanks that 
fit both 2 or 3 jaw 
chucks. Pilots of genu- 
ine high speed steel. 


If you are going to 
sell hole saws — sell 
MARVEL .. . sell 
all markets. 





Write for full information and 
the MARVEL proposition. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5753 Bl ingdale Ave., Chi 


U.S. A. 
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MAIN FEATURE 


Combine low speed and high torque for 
great drilling power 


Variety of files give continuous filing 


on many substances 


Strong construction, shorter fulcrum 


centers 
Flame arrester, shovel handle 


Maintains close, 
temperature 


balanced 


Contains nickel, adding desirable char- 
acteristics for slings and cranes 


Lightweight construction makes for 
easy operation 


Low cost unit for industry and homes 


Unobstructed “line of flow” 
eliminate friction 


said to 


Fluid pressure control 


Gives infinite selection of speeds over 


5 to 1 or greater ratio 


Electric welded construction 


Constructed to aid in obtaining accu- 


rate results on work 


Test results to give uniform meaning 


in all countries 


For welding 4—6 per cent chrome steel 


operating 


MANUFACTURER 
Skilsaw, Inc. 
Continental Machines, Inc. 
Templeton, Kenly & Co. 


Geo. W. Diener Mfg. Co. 
The Newton Junior Corp. 


S. G. Taylor Chain Co. 
Eclipse Air Brush Co. 


Essick Machinery Co. 
Monat Valve & Forge Co. 


Reeves Pulley Co. 


Ideal 
Co. 


All Steel Welded Truck Corp. 
North Bros. Mfg. Co. 


Commutator Dresser 


Taber Instrument Co. 


Harnischfeger Corp. 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Special Duty Drills 





Three new special duty drills have 
just been added to this firm’s line 
of portable electric tools. The new 
drills which are of §-in., 9-in. and 
i-in. capacity, combine low speed 
and high torque to produce a great 
amount of drilling power. They are 
light, compact and can be used with 
carbon bits, ship augers for deep 


drilling in wood and with hole saws 
for cutting clean holes up to 44 in. 
in diameter. Model 101 has a §-in. 
capacity in steel, a no-load speed of 
300 r.p.m., and is ideal for mainte- 
nance and repair service. It is 183 
in. long, and weighs 163% lb. Model 
121 has a j-in. capacity in steel, a 
no-load speed of 250 r.p.m. and is 
recommended for general shop serv- 
ice and intermittent production drill- 
ing. Model 141 has a §-in. capac- 
ity in steel, a no-load speed of 200 
r.p.m., and is powered for toughest 
drilling jobs on metals and Wood. 
This model is equipped with a No. 3 
Morse taper socket, is 194 in. long 
and weighs 17 lb. Triple reduction, 
helical cut gears are of heat-treated 
steels for longer life and quiet 
running. Ball bearings on armature 
and Timken tapered roller bearings 
on chuck spindle insure smoother 
operation.—Primary buying officials 
to be contacted in introducing this 
product are chief engineer, superin- 
tendent, master mechanic and pur- 
chasing agent.—Skilsaw, Inc.,—MILL 
Suppuiges, July, 1938. 
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Band Filer 





This new machine provides con- 
tinuous filing through employment 
of a band of files carried on upper 
and lower wheel pulleys. Band 
flexes over pulleys, while short file 
segments, riveted to it, open up and 
stay straight, thus providing a con- 








tinuous flow of a rigid column of 
filing surface at the point of work. 
File bands are supplied in various 
standard cuts and shapes of files, 
with g-inch and 34-inch wide bands 
available in all these shapes. There 
is also a vixen cut which has very 
large milled teeth and acts more 
like a milling cutter or broaching 
cutter than a file in dressing brass, 
aluminum, copper, zinc, and_ so 
forth. Variety of files permits use 
of the machine on all metals, on al- 
loys, plastics, bakelite, horn, bone, 
fiber and wood. Advantages claimed 
for this filer are: cuts in one direc- 
tion, eliminating back stroke; steady, 
even pressure of cutting; good re- 
sults with unskilled operator; use 
of entire file surface; operation at 
correct surface speed for each job. 
It is said the machine will file a 
straight and smooth surface up to 
54 inches thick. The filer has a 12- 
inch work table which tilts in two 
directions so that work may be filed 
at an angle. Designed as_ bench 
model, but may be equipped with 
stand or base. Height overall, 32 
inches; weight approximately 150 
pounds. Upper wheel has 2-inch up 
and down adjustment and conven- 
ient hand wheel to facilitate fast 
changing of bands. Sealed ball 
bearings throughout, no lubrication 
required. Has gear reduction trans- 
mission running in oil. Can be op- 
erated by any 3 horsepower motor, 
which is mounted at the rear of the 
machine, a v-belt conveying the 
power to the transmission.—Primary 
buying officials to be contacted in 
introducing this product are chief 
engineer, foreman, master mechanic 
and purchasitig agent.—Continental 
Machines, Inc., Minneapolis.—MriLi 
SuPPLIES, July, 1938. 


Automatic Jacks 


Five new Simplex automatic rais- 
ing and lowering jacks have recently 
been brought out by this company. 
No. 84A, 85A and 86A are new 5- 
ton jacks which supersede 84, 85 
and 86 respectively. Some of the fea- 
tures of these new jacks include 
strong cadmium plated springs and 
links shorter fulcrum centers, long- 





» MECHANICAL LEATHER PRODUCTS 
FOR EVERY INDUSTRIAL PURPOSE 


go Rawhide Mig. Co., 1290 Elston Ave., Chicago, U.S.A. 


Write for Catalog 


Chica 


heel 





MONO-BILT 
Wire Wheel Brush 


*% MONO-BILT Wire Wheel Brushes 
ere made of specially drawn, 
thoroughly ghuged 

termingled into an all metal, ac- 
curately balanced unit of excep- 
tional strength and durability. 
Interchangeable centers, available 
in 2" to W/"” arbor hole sizes, 
enable the distributor to quickly 
adapt the brushes for any size shaft 
within this range. 


stee! wire in- 


# 


EAR after year distributors everywhere 

are acquiring more and more customers 
on MILWAUKEE Industrial Brushes. Many 
report that their volume has doubled within 
one year after becoming MILWAUKEE Indus- 
trial brush sales boosters. 
You, too, have the same opportunity. Today 
every plant in your territory uses brushes of 
some kind for production or maintenance op- 
erations. New uses developed by industrial 
expansion and progress are constantly increas- 
ing your potential outlets for these sturdy 
service tools. 
A dependable line with such sales possibilities 
means more profitable repeat and volume 
building business for youl MILWAUKEE can 
help you turn those prospects into money- 
making brush customers. Let's start now! 


THE MILWAUKEE BRUSH MFG. CO. 
2212-2236 North 30th Street Milwaukee, Wis. 


MILWAUKEE INDUSTRIAL BRUSHES 
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*‘“More and more 
of our customers 
are specifying 


forged steel unions”’ 





THe percentage of those who 
specify Catawissa is certainly 
going up. Hot forged from solid 
steel bars must mean something 
to those fellows, especially at 
prices to compete with better 
grade malleable iron unions. 
And I’ve noticed that it’s the 
topnotch customers who are 
calling for Catawissa Unions 


and Check Valves. That’s the 


kind of business we like to 
handle. 
We invite inquiries from 


good mill supply houses in- 
terested in furnishing their 
customers a high quality 
line of forged steel unions 
and check valves. 


STANDARD 
WEIGHT 
UNIONS 


Cold working 
pressure 
2000 Ibs. for 
general 


to 


service. 





Forged Steel UNIONS ano CHECK VALVES 





THE CENTRAL FORGING CO. 
CATAWISSA, PA. 











er and wider rack bar toe lifts, larg- 
er trunnion bearings, stronger pawls 
and reinforced inner-ribbed hous- 
ings. No. 1017 is a new light weight 
easy operating jack with a lifting 
capacity of 10 tons. It is especially 
adapted for use under low loads and 


is the answer to the demand for a’ 


light weight, heavy capacity jack. 
An extremely rugged jack is No. 
24A which is said to have excep- 
tional ease and speed of operation. 
Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, foreman and 
purchasing agent.—Templeton, Ken- 
ly & Co., Chicago.—MILL SUPPLIEs, 
July, 1938. 





Safety Can 
































“Protection” non-explosive safety 


| containers for inflammable, volatile 


| 
| 
| 









or explosive liquids are now being 
offered with two new features—a 
flame arrester, and a shovel handle 
on 3 and 5-gallon sizes for easier 
carrying and handling. The flame 
arrester, which is optional only in 
1, 2, 3, 5 and 10-gallon sizes, pro- 
vides additional safety. It is made 
of strong wire, close-meshed, and is 
removable for easy cleaning. Pri- 
mary buying officials to be con- 
tacted in introducing this product 
are plant manager, superintendent, 
master mechanic and purchasing 
agent.—Geo. W. Diener Mfg. Co., 
Chicago.—MILL SuppPuigs, July, 1938. 


Melting Pot 


Here is a new melting pot for tin- 
ning, dipping, hardening small tools, 
etc. It will melt and keep in a molten 
condition all metals or materials 
with a melting point as high as those 
of tin and solder. It will melt con- 
tinuously as metal is used and new 
metal added, or it will maintain a 
constant temperature for long 
periods. The pot has a capacity of 
4 lb. and operates on 110 volts. Its 
overall height is 43 in., and its width 
is 62 in. It is designed to maintain a 
very close, balanced operating tem- 
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OPENING 4a 


BLSINESS 











































Every sale has to start some- 
place—and the easiest place to 
start it is with something your 
customer uses — needs — and 
buys regularly. 

Once you've started him thinking 


about buying, you won’t have to work 
so hard thinking about selling. 


Key Graphite Paste is the salesman’s 
best friend as an order opener—on 
new or old business. It’s a quality 
product that ranks ace high with the 


trade. A sure repeater and good will 
builder. So good, it practically “sells 
itself.” 


Start your sales talk with Key Graphite 
Paste and finish up 
with a nice order. 
Others who have 
tried this plan say 
—“It works!” 


EMPHASIZE 
THESE FEATURES 
WHEN SELLING 

KEY GRAPHITE 
PASTE 





1. Leak proof against high pressure 
steam, gasoline, kerosene, creasote, 
tar, hot vaseline, acids, air, etc. 


. Expands under heat—filling all crev- 
ices and worn spots. 


we 


3. Lubricates as it seals—greater speed 
in assembling. 


4. Joints are easy to disconnect and 
clean. 


5. Economical—requires only water for 
thinning. 





RECOMMEND KEY-TITE — For Lines 
Carrying Water, Low Pressure Steam, 
Gas, Compressed Air . . . wherever 
waterproof joint sealing is required. 














2621-A McCasland Ave., East St. Louis, Ill. 























G5bALDOR 
crane GRINDERS 
built for 

HEAVY 
DUTY 


ly HP. \ T' Wheels 
IT WON'T BURN OUT 


No. 704 Single Phase $4900 


No. 705 Three Phase 


Write for BULLETINS on complete Line— 
and interesting Jobber Proposition. 


BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 20 Years) 
4364 Duncan Ave. ST. LOUIS, MO. 


BALDOR GRINDERS 
belt by Motor Specialists 














MORE CUSTOMERS 
MORE PROFITS 


are yours if you sell 


THE 
FAMOUS 


“ATLAS” 


THE BEST MANUAL 
FREIGHT CAR MOVER 
ON THE MARKET! 


When ordering give the "ATLAS" 
first consideration. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 


(Formerly — Appleton Car 
Mover Co., Appleton, Wis.) 














perature. The pot is thoroughly in- 
sulated and requires only a minimum 
of current for efficient operation. 
Molten metal cannot enter heating 
chamber. Terminals are guarded 
from overflow or dripping metal. 
Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, master mechanic 
and purchasing agent.—The Newton 
Junior Corp., 151 Court St., New 
Haven, Conn.— MILL SUPPLIES, 
July, 1938. 


Alloy Steel Chain 





ASK YOURSELF 
THESE 
QUESTIONS 


@e''CAN | MAKE A 
NICE PROFIT WITH THE 


~ | ARRO LINE?’’ 





Announcement has been made re- 
cently that ‘‘Taylor-Mesaba” elec- 
tric welded alloy steel sling and 
crane chain is now being manufac- 
tured in sizes ranging from §-inch 
diameter bars up to and including 
j-inch diameter. The material 
used in the manufacture of this 
chain is a nickel molybdenum alloy. 
Nickel, the company states, has 
properties of retarding grain growth, 
refining the grain and increasing 
strength and toughness, thereby 
adding desirable characteristics to 
chain used for sling and crane pur- 
poses. This type of chain has been 
thoroughly tested in various steel 
mills and foundries. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are chief engi- 
neer, safety engineer, superintend- 
ent of maintenance, superintendent 
of production.—S. G. Taylor Chain 
Company, Hammond, Ind.—MILL 
SuPPLIEs, July, 1938. 


Spray Gun 
A new spray gun, known as the 


“Gat,” embodies many new features 
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@“DO I HAVE JOBBERS' 
PROTECTION?” 


@“IS ARRO A QUALITY 
LINE WHICH WILL RESULT 
IN REPEAT ORDERS?” 


The ARRO JOBBER is always assured a profit- 
able income with ARRO EXPANSION BOLTS 
and Allied Products because: 

ARRO offers Jobbers' Protection—the ARRO 
line is sold only through jobbers, enabling 
them to establish a permanent market 
position. 

ARRO meets all customer requirements with 
the most modern expansion bolt of the 
highest quality. Cadmium plated for maximum 
resistance of corrosion and wear, machined 
to perfection by expert craftsmen. 

It will pay you to stock the complete ARRO 
LINE, Write for catalog and jobbers’ special 
discount sheet. 


ARRO EXPANSION 
BOLT COMPANY 
MARION 





REG. U.S. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 





SOLD ONLY THROUGH JOBBERS 
91 
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Your Key to 





METAL-WORKING BUSINESS 










Metal-working is the largest industrial market ‘There is one master key which opens the doors 





a quarter of all manufacturing industry. Its pur- of metal-working executives everywhere, regard- 
chases are as diversified as its products, for it buys less of product or equipment, regardless of time 
everything from taps to pipe, from sine bars to or place. 


electric motors. That key is American Machinist, which fort- 


nightly brings vital information to more metal- 
working executives than any other publication. 
It is the master key to all their production prob- 
lems-—a vital aid in keeping abreast of progress. 





It is your major market, and its executives are 
your principal customers. How can you be assured 


of their acceptance of the manufacturers you 






represent? How can your representatives get past 





It can be the master key to metal-working for 
you—if it carries the advertising of manufactur- 
ers you represent. 


the closed doors marked “Private” and “No 





Admittance” ? 








PMWERICAN WYCTINIST 


A McGraw-Hill Publication © 330 W. 42nd St., New York, N. Y. 


More subscribers than any other metal-working paper—1500 more even than our own 
1929 peak. The key to metal-working executives everywhere. 
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FILES 


BEARING THIS MARK 





STAY SOLD 


More than 2500 shapes, 


cuts and sizes enables | 


one to select the exact 
type of file for the job. 
The uniform size, shape 
and cut, in addition to 
the uniform hardness 
and the high quality of 
American Swiss Pat- 
tern Files, assure longer 
file usage and better 
work. 


RIFFLER FILE 


American Swiss File and Tool Co. 
ELIZABETH, N. J. 





BELT FRICTION 


WEARS AWAY PART OF EACH MILL 
OPERATOR'S PURCHASING POWER! 


Deterioration of unprotected belting and 
hi efficiency COST CASH! 
Naturally, the mill op the 
product that stops these losses. The dis- 
tributor’s salesman who introduces it, gets 
the resulting i b 
That's where you and Black Diamond 
come in! Sold in pound sticks and gallon 
containers; also, larger sized containers 
on Liquid. Recommended for dusty,. dry, 
wet or oily leather, rubber, and cotton 
belts and rope drives. Write today for 
illustrated literature. 











a 









Push Black Dia- 
mond Beit Lm 


wilt’ Pull Profits 
for You 

















DIAMOND 
—Sa 


ANUFACTURING 
Co: 





CINCINNATI, OHIO 








and improvements. The spray gun 
weighs only 23 ounces complete and 
is made of heat-treated “Dow- 
metal,” said to be one-third lighter 
than aluminum, yet having the ten- 
sile strength of brass. It can be 
operated with either internal or ex- 
ternal atomization. Nozzles are 
available for all purposes and 
materials. Heavy paint can be 
sprayed at lower pressures. Widths 
of spray varying from 1 to 36 
inches. The spray gun is designed 
for exceedingly fast work and for 
efficient operation under all condi- 
tions.—Primary buying officials to 
be contacted in introducing this 
product are plant manager, superin- 
tendent and purchasing agent.— 
Eclipse Air Brush Co., 390 Park 
Ave., Newark, N. J.—Mi.. Suprties, 
July, 1938. 


Air Conditioner 








An air cooler and conditioner for 
industrial as well as residential pur- 
poses has been developed, which 
both filters and cools the air. It is 
a unit of low first and operating 
cost. Air is drawn into the box- 
like casing by a multi-vane type 
fan, and after passing through the 
filter, which is at the same time 
the cooler, comes out at the screened 
side into the space to be conditioned. 
The filter comprises an interlining 
to the case, in the form of pads of 
a special grade of odorless, long-life 
excelsior. Water is passed down 
from the top through the pads and 
collects in the metal bottom of the 
casing, being re-circulated by a 
small electric pump. More water is 
added to the system automatically, 
to make up for loss by evaporation. 
Evaporation of the water by the air 
passing through the moist filter pads 
produces the cooling. It is said 
that the equipment will produce 
temperatures down to 45 to 40 deg. 
F., without undue humidity. Three 
models are built; 2500, 3000, and 
3500 ¢.f.m. of free air. Primary 
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SUDDEN 
DEPTH 


MAKES HOLES 
twice as fast 
at 4 the cost 


- in brick (green, 
glazed or glass), in tile, 
mosaic, marble, concrete, 
stone . . . any similar 
material — here is the 
hole-making sensation of 
the age. The action of 
SUDDEN DEPTH reminds 
you of jabbing a_ hot 
knife through butter. 
It's simply amazing! 










Fig. 365 


SILENT! taitssace 


rator, says you! You'll trade for SUDDEN 
DEPTH. A swirl of the electric drill, or 
easy turns of the brace, in toughest mate- 
rial, and you've the hole needed . . . clean 
as a hound's tooth at top, bottom and 
sides. Economical, too—an average of 15,- 
000 holes in green brick without regrinding 
—and SUDDEN DEPTH is good for a lot of 
re-grinds.. Mill Supply men, you owe your 
trade a friendly tip on SUDDEN DEPTH. 

















NEW PAINE 
LEAD ANCHOR’ ps 


rs CLINCHES (NNN 
the BUSINESS 


Another PAINE triumph! The new mix of 
| metal that makes PAINE lead Expansion 
| Anchors the toughest, the most flexible and 
the easiest to work with beyond all compari- 
|son.. 50% greater holding power—32 % 
more flexible and the greatest thing in lead 
on anchors you ever heard of. What 
|a team! SUDDEN DEPTH Drill for sudden 
| holes; and PAINE lead Anchors for the last- 
ing satisfaction your trade deserves. Ask 
| us—and we'll write you all about them. 


a COMPANY 
Dept. 878 
2947 Secvete Ave., 

| PAINE 7 gary 
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ON ABRASIVE 
SPECIALTIES. 


Just because your customers need 


special sizes or shapes of abrasive | 
sheets or belts, there’s no need to 
hang up their production for ten | 
days or two weeks ... 
Here’s one abrasive manufacturer 
ready to roll up his sleeves and give 
you 48-hour action on “specials” — 
as dependable as the 24-hour action 
on regular orders that has made this 
company’s standard line famous. 
More than once, an AP dealer has 
swung over an account by providing 
the kind of service that avoids jams. 
Customer-gratitude is something 
worth having, and service is a good 
way to get it! 
Write for information on the 


AP Franchise, including the free 





trial offer that’s ringing the bell 
for so many distributors. Abrasive 


Products, Inc., So. Braintree, Mass. | 


ABRASIVE 


PRODUCTS 
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introducing this product are super- 
intendent, plant manager and pur- 
chasing agent.—Essick Machinery 
Co., 1928 Santa Fe Ave., Los An- 
geles, Cal—MiLt Svuppuies, July, 





| 1938, 


Packless Valve 






































A new packless gate valve just 
placed on the market is made in 
sizes between 4 and 8 inches, of 
metals to suit most services. The 
one-piece bonnet houses the patent- 
ed packless feature, which has been 
proven according to the manufac- 
turer, under both high pressures and 
with gases. The cylindrical gate is 
in two halves which spread against 
the body in the closed position. No 
seat rings are used in its construc- 
tion. “The line of flow” is entirely 
without cavities or obstructions and 
is therefore practically frictionless. 
Primary buying officials to be con- 
tacted in introducing this product 


| are plant superintendent, chief engi- 


neer, and purchasing agent.—Monat 
Valve & Forge Co., Pittsburgh, Pa. 
—MILL Suppties, July, 1938. 


Variable Speed Control 





This 


manufacturer of variable 
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buying officials to be contacted in | 


















BALL BEARING 
LOOSE PULLEYS 


~ + 
A shy 





SUPPLY QUALITY 
GIVE SERVICE 
MAKE PROFITABLE SALES 


@ Simple in construction — Bearings 
are dustproof—Save time in oiling— 
Save cost of lubricant—Save replace- 
ment costs. Sell these established 
pulleys — Make money — Build up a 
profitable pulley business—Write for 
catalog. 


CHICAGO PULLEY G&G 
SHAFTING CO. 


CHICACO 





21 WN. Des Plaines St ILL 





BOLTS >> NUTS-«-= 
SCREWS + > WASHERS 











EVERDUR ¢ ¢ COPPER @ © 
BRASS © © BRONZE @ ° 
MONEL « ¢ STAINLESS ¢ 


* Complete stocks and the ability 
and facilities to produce special 
orders promptly and satisfactorily 
make Harper your logical source of 
supply for items in NON-FER- 
ROUS metals. Your customers will 
appreciate the high quality of 
these products and return again 
and again thereby building your 
profits. Have you a copy of our 
catalog? 














The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 
NB ed Ree 0 i 
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if this Housing ever 

Breaks or Distorts we 


will replace it Free. 


b THE RIDGE TOOL CO. 
Serre) 
a 


— 


For More Profitable Customers 
—cut Their pipe wrench costs 
with the really guaranteed 


Rikaip 


Millions of FRIT@A0D users find their wrench 
costs have dropped because this extraordinary 
wrench lasts far longer. 

They find their expense for wrench repairs cut 
fully 75% because of that RITMAID § -...ua.we. 
These savings are important these days. Your 
customers are going to appreciate getting them 
—through you. 

The safe all-alloy FRITAAID does better, easier 
work. Safe, powerful chrome molybdenum jaws 
and handle. Adjusting nut always spins easily 
in all sizes, 6” to 60”. 

Cut your customers’ tool expense—sell them 
better, more durable ITAAID wrenches. 


THE RIDGE TOOL CO.., Elyria, Ohio 


RIikaIb 
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Stationary Jaw and Swivel Base 





THE NAME TO 
REMEMBER FOR 


VISES 


® Morgan Vises are made right to begin 
with—true, rigid, strong. They maintain 

y and precision after years of con- 
stant use. 


Your customers will appreciate and de- 
mand the reliability which Morgan Vises 
possess. Our line is complete for any re- 
quirement—Chucking, Machinists’ Bench 
— Combination Pipe — Off-set — Solid nut 
continuous screw—Quick Action and many 
other types. It will be worth your while 
to investigate this good line. 


MORGAN VISE COMPANY 


108-112 MN. JEFFERSON ST. CHICAGO, ILL. 























speed control equipment, announces 
a new type of automatic and remote 
control for use with its vari-speed 
“motodrive.” The new control, 
known as fluid pressure control, is 
available for all units of ‘“Moto- 
drive.” It can be used to auto- 
matically regulate speed from pres- 
sure variation as in stoker feed on 
a boiler, maintenance of constant 
fluid pressure in a pipe line or 
tank upon which there is variable 
demand, uniform tension between 
machine sections or between a ma- 
chine and rewinder, and similar re- 
quirements for automatic speed con- 
trol. It may also be used as a 
manual remote control or as a semi- 
automatic manual control in differ- 
ent ways. The complete control con- 
sists of a bellows shifting mechanism 
mounted on the “Motodrive,” an ad- 
justable pressure reducing valve lo- 
cated where desired, auxiliary valves 
if needed, and connecting pipes. 
Fluid pressure is transmitted by 
means of oil, water, steam, gas or 
air by a valve through piping to 
the bellows’ shifting mechanism 
which operates to increase or de- 
crease speed on the “Motodrive” and 
hence on the driven § machine. 
Primary buying officials to be con- 
tacted in introducing this product 
are chief engineer, superintendent 
and purchasing agent.—Reeves Pul- 
ley Co., Columbus, Ind.—Mi. Sup- 
PLIES, July, 1938. 


Variable Speed Transmission 


This “Select-O-Speed” transmis- 
sion, as illustrated, is a new, en- 
tirely different type that is very in- 
expensive and uses only standard 
V-belts. It gives an infinite selec- 
tion of speeds over a 5 to 1 or 
greater ratio by a simple movement 
of a control lever. The “Select-O- 
Speed” modernizes old equipment. 
It is applicable to all machinery 
that is now operating at a fixed 
speed when a variable speed is neces- 
sary or desirable. Compact and 
flexible design makes it easy to build 
this new transmission into the orig- 
inal design of new equpment. Sev- 
eral sizes are available up to 74 hp. 
The variation of the speed ratio is 
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Provable Fact 
IN DART UNIONS 


Initial cost is only a fraction of the cost of 
ordinary unions. Not so with Darts. For 
Darts make up tight again and again, put 
an end to costly leaks, and avoidable main- 
tenance—assure lowest possible cost per 
tight joint. 


That’s why Darts are known to be worth 
more, They command a higher price, put 
force into your selling story, wp your 
profits. 


Only Darts have two bronze seats, ground 
to a true ball joint that insures “repeatable 
tightness”, provides top resistance to corro- 
sion, electrolysis, stretch, and wrench abuse. 
Put Dart provable facts to work. Drop us 
a line for our jobber policy. 


i} Wh 
Wy 


E. M. DART MFG. CO., Providence, R.1. 


Soles Agents: The Fairbanks Company, New York, 
and all branches. 


Canadian Factory: Dart Union Company, Ltd., 
Toronto, Canada. 
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YALE & TOWNE 


J. R. Harlan 
Manager’ Sales Publicity 
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MANUFACTURERS’ ADVERTISING IN 


MAKES THE DISTRIBUTOR’S JOB EASIER 























SUPPORTS DISTRIBUTORS 


With Regular Advertising in FACTORY 


With twenty years knowledge and use of 


FACTORY, Mr. J. R. Harlan, Manager 
of Sales Publicity for the Yale & Towne 


"Our 


Manufacturing Company, writes, 


Distributors and Sales Represent- 
atives find FACTORY MANAGE- 
MENT AND MAINTENANCE 
provides good blanket publicity 
for Yale materials handling equip- 
ment in the industrial field and, 
as a result of its use, they have 
received 


numerous _ inquiries, 


many of which have been con- 





A McGRAW-HILL 
PUBLICATION 


330 W. 42nd Street 
New York, N. Y. 





verted into orders." On the opposite 


page are Mr. Harlan's complete remarks 


on why Yale & Towne uses FACTORY to 


help its distributors and salesmen. 


* * * * * 


FACTORY appeals to plant operating officials 
who are in charge of management, production, 
and maintenance. 


Editorial emphasis is placed on such man- 
agement subjects as employee relations, wage 
incentives, waste elimination, safety, foreman 
training. 


Among the production subjects are produc- 
tion control, cost control, time and motion 
study, plant layout, materials handling, power 
transmission, electrical application, air-con- 
ditioning, welding. 


In the maintenance field typical subjects are 
organization and management of maintenance, 
building upkeep and repair. 




























Increase Your Share 


1938 


MANAGEMENT OBJECTIVES Of The Business! 





Is THis in the public welfare? If you have a superior 


product at a fair price it decidedly is! 


This is an objective worthy of a high place in your 
policies all the time — but particularly when the level of 


business is less than normal. 


Dramatic, skillful and consistent advertising is doing it 
for many and can do it for you, simply by educating 
more and more people to recognize the many benefits of 


buying your product — now. 


Ask your advertising agency whether your appropriation 
is adequate to accomplish this objective of increasing your 


share of the business — now. 


—————e 





Published in the Interests of greater sales, employment and profits in 1938 by the 
McGRAW-HILL PUBLISHING COMPANY, INC. NEW YORK, N.Y. 
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Investigate the profitable 
Darnell line of Industrial 
Double Ball Bearing Casters 
and E-Z-Roll Wheels AT 
ONCE! Here are quality pro- 
ducts your salesmen can 
easily enthuse over—for re- 
peat sales are automatic, and 
customer satisfaction as- 
sured. Write for details of 
special dealer proposition. 


DARNELL CORPORATION, LTD. 
BOX 4027-P STA. B, LONG BEACH, CAL. 
@ 36 N. CLINTON ST., CHICAGO, ILL. 
@ 24 E. 22ND. ST., NEW YORK, N. Y. 














- SOLDERS 


For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





@ The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
dia. 


Bar, Triangular, Meter and Drop 
Solders. 


Copper and Brass Fitting Solders. 
Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. We invite 

your inquiries at all times. 





4 


SS 
=< ¢ lardiner = 
mW Met aAL co. 77 





4833 So. Campbell Ave.. Chicago, Ill. 














made possible by a very ingenious 
yet simple arrangement of two in- 
terlocking sheaves. These sheaves 
may be pivoted laterally by a slight 
movement of a control lever, thus 
changing the driving and driven belt 
tensions. It may be mounted on the 
floor, wall, ceiling, upside down or 
right-side up and it works without 
noise or vibration in any position. 
Primary buying officials to be con- 
tacted in introducing this product 
are chief engineer, superintendent, 
master mechanic and purchasing 
agent.—Ideal Commutator Dresser 
Co., 1000 Park Ave., Sycamore, III. 
—MILL SupPLigEs, July, 1938. 


Platform Truck 








The newest addition to the Clark 
line of material handling equipment 
is the “E-Z” roll platform truck. 
This is available in a wide range 
of standard sizes and can also be 
furnished in special sizes to meet 
the individual requirements of the 
customer. Of electrically welded con- 
struction throughout, the deck is of 
hard maple with a one-piece angle 
frame around it. Wheels may be of 
semi-steel or Goodrich rubber-tired 
as preferred. Hyatt type roller bear- 
ings and Clark double row ball bear- 
ing swivel casters are outstanding 
features.—Primary buying officials 
to be contacted in introducing this 
product are plant manager, superin- 
tendent and purchasing agent.—All 
Steel Welded Truck Corp., Rockford, 
Ill.—Mrut Suppuies, July, 1938. 


Vise and Vise Clamp 


A new vise is made in four sizes, 
with or without swivel. base. They 
are: 13, 2, 22 and 4-in. jaw widths. 
It is used in machine shops, tool 
rooms, repair shops, service depart- 
ments, garages, home workshops and 
vocational schools. When used on 
bench with swivel base, the vise can 
be detached quickly, holding the 
work in original alignment, for con- 
tinuous machine or hand operations. 
Sides, bottoms, und ends are accu- 
rately machined. The vise may be 
used on either side or end, as well 
as on the base. Jaws are faced 
with hardened steel plates. Sliding 
jaws has broad seat, clamps evenly 


MILL SUPPLIES @ JULY 1938 








ADVANCE-BADGER 
CAR PUSHERS 
Are Good Sales 

Pushers Too! 


BADGER 
NEVER 
SLIP 


NEW 
BADGER 
SLIP 
PROOF 


There’s an Advance-Badger Car Pusher 
for every job—light, heavy, ond average. 
They give speed with safety and economy 
end meet all demands for continuous, 
efficient service. Let these fine “sales 
pushers” make money for you—every 
large industry needs them. Convince 
your prospects of the ies they make 
—_ and your selling is done. Push 
them! 


The ADVANCE 


CAR MOVER COMPANY, Inc. 


APPLETON, WIS. 
Canadian Advance Car Mover Co., 











Welland, Ontario, Canada 


TO INSURE 


Rope ndond- 


STANDARDIZE ON 


VICTOR BELTS 


AND SPECIALTIES 





It's not so much the initial orders 

. it's the steady turnover that 
makes for profits in the belting busi- 
ness. 


When you handle the complete line 
of Victor Belting and Spacialties, 
satisfied customers and greater 
profits are assured. 


Do as so many of the leading mill 
supply houses are doing. When in 
need of textile belting for transmis- 
sion, conveying, and elevating, con- 
centrate on ohne dependable source 
of supply .. . the Victor line. 


VICTOR 


Balata & Textile Belting Co. 
53 Park Place, New York 
345 West Hubbard St., Chicago 





Factory: Easton, Pennsylvania 


992779A 
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GREENFIELD TAP & DIE CORP., 


Detroit } Pies 2102 Lag — MH. 
w 


DOUBLE-\ 
\BARRELED) 
LINE 





One Barrel 


for the 





daeleltiaiiels Miatelal 
The Other for the /f | 


ulelialiciale late 





Dept. 


No wonder so many of the country's leading dis- 


tributors find that 


jouses in New Y 
Chicago, Los Angeles and 
o gvenases 


n Can 
Greenfield "Tap rs “Die Corp. 
ef Canada, Ltd., Gait, Ont. 


"Greenfield" 
drills, reamers, screwplates and pipe tools are the 
keys to greater small tool sales. 








FOR SALE 


All or part of interest 
in well established, profit- 
able Mill Supply House, 
located in one of the 
larger eastern cities. 

Owner wishes to retire 
or be relieved of execu- 
tive work by competent 


man having substantial 
financial interest in the 
concern. 


Fine opportunity for 
business man of means 
or for a similar business 
wishing to expand or for 
a young man desiring to 
become established in a 
good business. Owner 
would remain as long as 


needed. 


If in a financial position 
to be seriously interested, 
the closest investigation 
will be afforded. This is 
not a “distress offering.” 


Address: “Owner,” c/o 
Mill Supplies, 330 W. 42nd 
St., New York, N.Y. 


“ 


GREENFIELD 








taps, dies, twist 


GREENFIELD, MASS. | 








FLEXIBLE SHAFTS 
and MACHINES 





FOR THE TOOL AND DIE SHOP 


This illustration shows one of the most | 
pee type machines we build. We | 


ave more than sixty types and sizes | 
with attachments covering hundreds of 










portable operations. '/g to 3 HP. | 
capacity. 
TYPE OUR NEW 
MY4 72 PAGE 
V4 HP. CATALOG 
No. 27 | 
IS NOW READY 
FOR 
DISTRIBUTION 
WRITE 
FOR COPY 


N. A. STRAND CO. 
MANUFACTURERS 


Main Office and Factory 
5001-5009 No. Wolcott Ave., Chicago 
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top and bottom, and does not spring 
away. Separate hardened steel plate 
with V-shaped grooves holds round 
stock or irregular shapes. Steel 
screw has fine pitch Acme thread. 
Swivel can be locked at any position. 
The clamp rigidly holds vise with 
the work for drilling and other ma- 
chining, rendering machine opera- 
tions easier and assuring accuracy 
in results.—Primary buying officials 
to be contacted in introducing this 
product are superintendent, purchas- 
ing agent and master mechanic.— 
North Bros. Mfg. Co., Philadelphia, 
Pa.—MILL Supp.igs, July, 1938. 


Stiffness Gage 


TABER V5 lion 


¢ 





This new stiffness gage for the 
measurement of the stiffness and 
resilient qualities of paper, coated 


fabrics, light metallic sheet and 
wire is a precision-built instrument, 
calibrated in metric units. In the 
design of this instrument, particu- 
lar attention was paid to standard- 
ization of the most suitable move- 
ment arm (cantilever), angle of de- 
flection, and calibration (metric) in 
order that the test results have a 
universal meaning capable of recog- 
nition in foreign countries as well 
as our own. It is rugged, light and 
portable and can be used anywhere 
—in the laboratory, office or plant. 
Its simplicity of operation and quick 
direct readings make it easy to use, 
even by those without previous 
technical experience. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant super- 
intendent, chief engineer, master 
mechanic and purchasing agent.— 
Taber Instrument Co., North Tona- 
wanda, N. Y.—MILL Supp.igs, July, 
1938. 


Welding Electrode 


A new electrode designed ex- 
clusively for welding 4-6 per cent 
chrome steel has been placed on the 
market. Smoothare “Harchrome” de- 
posits weld metal which has the 
same properties as the parent metal. 
The base metal is used in this elec- 
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(&§, TORCHES 





No. 382A QUART SIZE 
THE MECHANIC’s FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 


No. 99 Pint Size—Midget Flame for 
small size copper tubing work. 


No. 252 Flat Pint Tool Kit Torch. 


No. 308 Quart Size—With sub-flame 
for extremely cold or windy weather. 


No. 325 Quart Size—For heavy duty. 


No. 225 Two Quart Size—Heavy duty 
burner. 


CLAYTON & LAMBERT 
MICHIGAN 


ECONOMY 


HOLLOW SET 


DETROIT 








SCREWS 





MADE OF ALLOY STEEL 


There's an old adage about fine Goods 
coming in small packages. The box 
above is only 3”x3”x3” but what a 
wallop it carries in STRENGTH & 
HOLDING POWER with its 100 ECON- 
OMY HOLLOW SET SCREWS made of 
alloy steel “The Economy Way." 


Try them on your next job! 


ECONOMY MACHINE PRODUCTS CO. 





trode contains from 4-6 per cent 
chromium and .50 per cent molybde- 
num, the purpose of which is to 
heighten its resistance to certain 
types of corrosion and oxidation as 
well as to increase its creep strength 
and resistance to impact. Manu- 
factured in sizes-from j-inch to ¥;- | 
inch in diameter, it is for operation 

with currents from 80 to 200 | 
amperes. Primary buying officials to | 
be contacted in introducing this 
product are chief engineer, superin- | 
tendent and purchasing agent.—The | 
Harnischfeger Corp., Milwaukee, 
Wis.—MILL Supp.ies, July, 1938. 
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MARKING CRAYONS—Two new 
folders on marking crayons re- 
cently issued explain the features 
of “Hot-Rite”’, a crayon for mark- 
ing on hot steel and other metals 
subject to high temperatures. The 
company claims it will not melt or 
run off and two of the colors it 
comes in are said to withstand tem- 
peratures up to 1500 deg. F. The 
other folder discusses ‘‘Duramark” 
a crayon that will write on any 
surface and become as permanent 
and durable as ordinary paint.— 
Eberhard Faber Pencil Co., Brook- 
lyn, N. Y. 


BRASS GOODS — Announcement 








5217 LAWRENCE AVE., CHICAGO 





is made of the publication of Cata- 


ORDER from OTTEMILLER 
and you'll REORDER 


High quality 
is apparent with the 
initial use..... 


OTTEMILLER screw machine parts quickly 
prove their superiority when used in assembl- 
ing machinery. You can readily demonstrate 
to your customers the accuracy and uniform- 
ity of OTTEMILLER products by the easy 
way they screw into a tapped hole and their 
entire freedom from wobble or binding. 
That’s the kind of quality that sells itself— 
makes new customers and holds them for 
profitable repeat order business. 
OTTEMILLER distributors have found by 
experience that they can command their share 
and more of the business in their territories 
for cap screws, set screws, coupling bolts, 
and milled studs. It will pay you to investi- 
gate our 100% Distributor Service. 


Wm. H. 
OTTEMILLER 


YORK, PA. 


co. 








ILL STACK 
UP PROFITS 
FOR You! 




















There’s a big place in industry for 
Cantol Belt Wax. You can sell it to 
make belt power dependable under all 





log Number 4, illustrating and de- 


of brass goods, 


The catalog is ingeniously indexed 
for handy reference to its several 
sections.—Consolidated Brass Co., 
Detroit. 


INDUSTRIAL LIGHTING FIX- 
TURES—Bulletin Number 1125, re- 
cently issued, covers “Vaportight” 
industrial lighting fixtures particu- 
larly suited to services where dirt, 
dust, gases, moisture or other se- 
vere conditions are found. Contains 
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scribing the company’s complete line | 
including water | 
gauges, air cocks, lubricators, grease | 
cups, tube fittings, and so forth. | 


working conditions. Can‘ol. affords 
protection under friction-heat up to 
217° F. and resists water, steam, and 
dampness. Will not collect dust. 


Atkins consumer advertising plus your 
own sales effort will make Cantol 
profitable for you. 
liquid and paste. 


| E. C. ATKINS AND COMPANY 
420 S. Ulinois St. Indianapolis, ind. 


Order today. 


| CANTOL 24 





Comes in bars, 
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Aggressive 
Distributors 
PLAN AHEAD with the 



















, LONERGAN ae @ 


HILZ 


ADELPHIA PA 











The name to remember for— 


White Cotton Belting— 
Widely used for the lighter 
conveyor applications in 
bakeries, biscuit and cracker 
plants, flour mills and for 
the carrying of fruits, vege- 
tables and other food prod- 
ucts. 


Waterproof Treated 
Belting — Particularly 
adapted for the abnormal 
drive, where the belt runs 
under steam, moisture oil 
and mild acid conditions. 


Endless Woven Belts— 
A truly endless belt—no 
joint or lap, used widely on 
high speed tools such as 
grinders, drill presses, wood 
working machines, pack- 
aging machines and many 
others. 


Belting & Webbing 
Specialties 


GLOBE WOVEN BELTING 
co., INC. 
Buffalo, N. Y. 


1400 Clinton St. 
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illustrations and condensed data in- 
cluding list prices, with catalog 
| number index.—The Pyle-National 
| Company, Chicago. 


HOISTS, LOADBINDERS 
“Safety-Pull” ratchet lever hoists 
and load binders are covered in Cat- 
alog Number 52 just announced. 
Contains market data and numerous 
application pictures and a list of 
important users, as well as descrip- 
tions, specifications and prices of 
various items. Buying data also 
provided on the new Coffing “Power 
Master”—gravity lowering hoists— 
and Coffing electric hoists.—Coffing 

| Hoist Co., Danville, Ill. 





SLING CHAINS—Combined bul- 
letin and price list, No. 2, on Taylor 
Mesaba electric welded alloy steel 
sling chains was recently announced. 
Includes ‘‘definitions, cautions and 
instructions governing the purchase 
and use of chain.” Four pages, 
punched and slotted for insertion in 
salesmen’s binders.—S. G. Taylor 
Chain Co., Hammond, Ind. 


SPEED REDUCERS — Catalog 
Number 20, a 128-page book with 
hard cover and interior ring bind- 
ing, on Jones herringbone speed re- 
ducers has just been brought out. 
This catalog is very complete in de- 
scriptions, illustrations (both photo- 


and rating tables and other engi- 
neering information. Numerous ap- 
plication pictures are also pre- 
sented.—W. A. Jones Foundry and 
Machine Co., Chicago. 





AIR FITTINGS — Interestingly 
| entitled, “Air Tight”, this little 
folder tells how to check the air 
tightness of any plant by several 


graphs and drawings), specification | 








Sell Husky Triplex Machine Bolts for 
Clean Profit and Satisfied Customers 


Satisfy your customers’ demand for speedy and 


lower-cost assembly with Triplex true-formed 
machine bolts. Profitable repeat business— 
users quickly discover their perfect square 
heads for clean fit d thread 
for spinning nuts tight. No ‘delays or losses 
from defects. Quality steels, electric heat- 
treated and quenched in rust-preventing oil— 
for tough strength. It’s profit-wise to stock 
= sell Triplex. Write today for full informa- 
ion. 





THE TRIPLEX SCREW COMPANY 
5307 Grant Avenue, Cleveland, Ohio 
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Millions sold—Used in Every Industry 


COLLIS 











SLEEVES 


.. - SOCKETS 
Standard Type 





simple tests. Pictured and de- 


scribed in the center of this booklet | 


are a few of the firm’s devices for 
| conserving air.—A. Schrader’s Son, 
Brooklyn, N. Y. 


VACUUM CLEANING _ SYS- 
| TEMS—Here’s a folder that gives a 
complete description of an industrial 
vacuum cleaning system and also 
shows by drawings the layout of a | 
cleaning system in a hat manufac- 
turing plant. Photographs and draw- 
ings of filters and blowers are also | 
included together with reasons why 
vacuum cleaning systems are needed 
| in industrial buildings——Connecti- 
cut Blower Co., 183 Ann St., Hart- 
ford, Conn. 


PRESSURE REGULATORS 
this catalog are illustrated and de- 
scribed some of the more commonly 
used temperature and pressure regu- | 
lators. Many drawings are included | 
in this edition to make it a highly 





useful publication to the distributor. | 


| Information is given to assist in se- 
lecting the construction and size of 
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Carbon Steel Hardened 


also 
High Speed Steel Inserted Point 


—————————————————— 


MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 


THE COLLIS COMPANY 
CLINTON, IOWA 
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“THERE IS A SHERMAN CLAMP FOR 
EVERY PURPOSE” 


SHERMAN 


HOSE CLAMPS 
SOLID BRASS 


Sherman Hose Clamps are 
made of heavy wrought 
brass clear through . . . can 
never rust . . . have been 
the world's standard for 
over 40 years . . . Sold by 
leading jobbers everywhere 

Write for quotation 
and catalogs. 


* 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICHIGAN 


| 
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“GIVE ME CESCO No. 220 
WIDE VISION GOGGLE” 


is the most frequently heard request of 


goggle users everywhere. They appreciate 
its combination of clarity of vision, adjust- 


ability, tremendous strength and lightness. 
plus the name, ‘Cesco’, which means to 
thousands ‘Reliability.’ Dealers who handle 
this line build goodwill and make money. 
Why not you? 


HEALTHGUARD FUME 
KIT 


Comes equipped with 
cartridges for Sulphur 
Dioxide, Ammonia, 
Methyl Chloride. 
Cartridges for other 
prevalent industrial 
fumes and gases are 
available. 
Originally designed for refrigeration service 
men. Quickly spread into other fields. Now 
very popular; because it meets price, quality 
and service requirements 100%. You will find 
it a dependable seller; a good self advertiser. 


Write for data and distributor plan. 


CHICAGO EYE SHIELD CO. 
2329 Warren Blvd. | CHICAGO, ILLINOIS 
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regulator which will render the best 
service for a given set of conditions. 
Other data useful to the engineer is 
also furnished.—Spence Engineering 
Co., Walden, N. Y. 


RECESSED HEAD SCREWS— 
An interesting folder showing many 
applications of this firm’s screws 
with the recessed heads. Done in 
three colors and letting pictures tell 
the story, it is an interesting bulle- 
tin. —American Screw Co., Provi- 


dence, R. I. 


EYE PROTECTION—“How to Fit 
Eye-Protection Goggles to Workers 
for Greatest Comfort and Safety” 
is the self-explanatory title of a new 
pamphlet just issued. The pamph- 
let is divided into two parts. One 
section is devoted to instructions on 
the fitting of eye-cup goggles; the 
other to the spectacle type of gog- 
gles. These sections can be posted 
on bulletin boards for ready refer- 
ence as they are made out of heavy, 
durable paper.—American Optical 
Co., Southbridge, Mass. 


ROLLER CHAIN DATA BOOK— 
A new data book, No. 1757, on this 
company’s “Silverlink” roller chain 
and sprockets for drives and con- 
veyor uses has just been published. 
It is a book of 174 pages of practical 
information, application pictures, 
and engineering data, including 
many new chains and features. 
Power formulas for chain conveyors 
and elevators, horse power tables, 
electrical data, and much informa- 
tion on shafting, weights and meas- 
ures, trigonometrical functions, etc., 
are given. 

Notes and much tabular data on 
how to select the proper combina- 
tion of chains and wheels for an 
efficient drive are included. Engi- 
neers will probably be interested in 
a new graph shown on page 40 
under the heading of “Desirable 
Chain Centers.”—Link-Belt Co., 307 
N. Michigan Ave., Chicago. 


REFRACTORIES—A new twelve- 
page booklet “How to Reduce Spall- 
ing with Super Duty Refractories” 
has just been released. It is attrac- 
tively printed in two colors, and 
gives charts, tests, and general infor- 
mation on three types of refrac- 
tories, “Hiac,’ “Superac” and “Ai- 
ram’—General Refractories Co., 
Philadelphia. 


FANS—Here’s a_ breezy little 
pamphlet giving all the pertinent in- 
formation on ventilating fans, their 
use and features. Done in two col- 
ors and of a size suitable for inser- 
tion in a binder, the bulletin is well- 
illustrated and most complete.—Pro- 
pellair, Inc., Springfield, Ohio. 
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CHAIN HOISTS 
TROLLEYS - 


| 


| CRANES 








ROBBINS & MYERS 


ELECTRIC HOISTS 


! 


WINCHES 


Write for our new "Bulletin 6161." It's 
full of hoist and crane 
and model installations. 


ROBBINS & MYERS, Inc. 


HOIST & CRANE DIVISION 


SPRINGFIELD, OHIO 


information 


FANS ¢ MOTORS ¢ HOISTS © CRANES 


Founded 1878 











see nen ee NRE 
CUT CUSTOMER'S 


MALLET COSTS 50% 
and make money with 


Toughite 
Saf-ty 
Mallets 














Users of Saf-ty Mallets save fifty per cent of 
their mallet costs—that's a strong sales point 
for you—it means you make more customers 
and they standardize on Saf-ty Mallets. 


But there are more sales features—Saf-ty Mal- 
lets are made in 4 sizes, each with a selec- 
tion of weights and no size increase—they 
have no metal parts—are not loaded—are 
tough and durable—they will not flare, chip, 
or become spongy—they are perfectly bal- 
anced—are oil and water proof—made of 
“Toughite."’ Distributor sales helps—literature 
and counter cards. Liberal discounts. 


MARTIN BERSTED COMPANY 


1271 N. Hermitage Ave. Chicago, Ill. 
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SELL 


COATED ABRASIVES 
MADE BY 


CLOVER 


HE Clover Color-Stripe 

line of Coated Abrasives 

represents the last word 
in efficiency and work value. 
Flint, Emery, Aluminum 
Oxide, Silicon Carbide and 
Garnet—suppiied in sheets, 
rolls, belts and discs. 


Everything the wood-worker, 
painter and metal-worker re- 
quires—and, of a quality 
and work-value rarely found 
and seldom equaled. 


Sell Clover Color-Stripe 
Abrasive Papers and Cloths. 
Your customer will see how 
much better they really are, 
once tried, and will never be 
satisfied with the ordinary 
kind. 

It's not the first sale but the 
repeat business that brings 
real profits. You get it with 
the Clover line. 


* * * 


CLOVER MFG. CO. 
NORWALK, CONNECTICUT 


Also makers of the famous 


CLOVER GRINDING and 
LAPPING COMPOUNDS 
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